SUBJECT:    1983  EDP  Estimated  Rates 


Southern  New  England 
Telephone 


February  8,  1983 


Information  Systems  District  Managers 

The  EDP  estimated  full  cost  rates  for  1983  are  listed  below.    These  rates  are 
intended  for  project  planning  purposes  only.   Actual  rates,  based  on  monthly 
expense  dollars  and  costpool  utilization,  will  vary  slightly  from  month  to 
month,  but  should  average  close  to  the  estimated  rate  by  year  end 


MAINFRAME  COSTPOOLS 


CPU 

Combined  I/O  -  EXCP's 

Reader 

Punch 

Printer 

TPCC  Scheduled  Terminals 
COM  Original  Microfiche 
COM  Duplicate  Microfiche 
TPCC  Machine  Expense 
WECO  Direct  Charge 


DEC  TIMESHARE  COSTPOOLS 


CPU  -  Prime 

-  Non-Prime 
KCS  -  Prime 

-  Non  Prime 
Disk  I/O  -  Prime 

-  Non-Prime 
Disk  Space 
Printer/Reader 
Tape  Mount 
Connect  Hour 


PERSONNEL  COSTPOOLS 


Analyst 
Data  Entry 
TPCC  People 
EAM 

m 

ESS 


$    .16/CPU  Second 
1.90/1000  Accesses 

.08/Card 

.03/Card 

.98/1000  Lines 

.24/Terminal  Hour 
1.06/Fiche 

.05/Fiche 
1.00/Unit 
1.00/Unit 


$    .18/CPU  Second 
.05/CPU  Second 
.0034/Kilo-Core  Second 
.0010/Kilo-Core  Second 
.13/1000  Accesses 
.04/1000  Accesses 
.049/Block  per  Month 
.19/Card  or  Page 

34.30/Mount 
1.45/Connect  Hour 


$48.60/Hour 
34.74/Hour 
63.88/Hour 
32.11/Hour 
52.81/Hour 
22.56/Hour 


I 


1 


? 

t 


SNET-  PROJECT  COMPARISON 


■ 

SNET 

DEC  Vax 

DEC-20 

Ross  Vax 

COBOL  I/O 

100.00% 

91 . 56% 

335.83% 

BASIC  CPU 

100. 00 " 

52.47% 

247.25 

135,01 

FORTRAN 

Standard  I/O 

100.00 

97.95 

313 . 75 

207.95 

Parameter  I/O 

100.00 

57.18 

309.45 

153.17 

Computational 

T  nn  nn 
lUU , uu 

1Q7  Rl 

Executable 

100 . 00 

55.07 

153.90 

282 . 32 

Composite 

iooVoo% 

75.02 

279 .40 

188.35 

O    M     1—  1 

-  DEC- 

2  0   .  C  0  M  P  A  R  I 

SON 

SNET 

AMS 

CITI 

LANDART 

COBOL  I/O 

100.007o 

1132.59% 

348.18% 

BASIC  CPU 

100.00 

370.95 

140.41 

77.74 

FORTRAN 

Standard  I/O 

100.00 

818.^10 

335.09 

210.39 

Parameter  I/O 

100.00 

-578.25 

245.23 

154.99 

Computational 

100.00 

.  543.07 

235.53 

141.95 

Executable 

100.00 

335.49 

175.50 

105  .'87 

Composite 

100.00% 

511.29 

.  237.38 

149.44 

S  N  ET  - 


DEC-10 


COMPA 


R  I  S  0  N 


SNET 

ADP 

RAPID 

UIS 

COBOL  I/O 

100.00% 

1125.30% 

1019.79% 

1305.74% 

BASIC  CPU 

100 . 00 

1723.47 

928.80 

740.36 

PdRTRflW 
rUK  1  \\n\\ 

Standard  I/O 

100.00 

642.33 

975.00 

539.58 

Parameter  I/O 

100.00 

1038.97 

698.39 

Computational 

100 . 00 

,1459.40 

8S3.51 

■807.91 

Executable 

100.00 

554.34 

1740.95 

1154.20 

Composite 

100.00% 

1210.30 

1063.89 

882.59 

/ 


S  N  ET  -  MAJOR 


T/S  USAGE 


SNET 

csc 

GEISCO 

COBOL  I/O 

100.00% 

863.44% 

— 

1  nn  nn 
lUL) ,  UU 

DZO . bo 

coy  -zciy 

Do/ . JJh 

FORTRAN 

Standard  I/O 

100.00 

952.47 

574.40 

Parameter  I/O 

100.00 

483.38 

259.01 

Computational 

100.00 

929.58 

715.54 

Executable 

100.00 

1021.54 

1002.09 

Composite 

100.00% 

795.41 

529.00 

S  N  E 


T  -  MAJ 


OR  T/S 


USAGE 


SNET 

DRI  - 

NCSS 

COMSHARE 

COBOL  I/O 

100.00% 

1711.42% 

1873.97% 

1533.23% 

BASIC  CPU 

100.00 

-- 

524.97 

378.15 

Standard  I/O 

100.00 

11310.55 

2134.99 

1171.24 

Parameter  I/O 

100.00 

1675.34 

1045.50 

2018.12 

Computational 

100.00 

.1311.00 

1298.12 

793.47 

Executable 

100.00 

2243.73 

1974.85 

1031.09 

Composite 

100.007o 

1347.30 

1108.57 

SNET    -    DSC  COMPARISON 


DSC  MEMBERS 

HIGH 

SNET 

LOW 

COBOL  I/O 

100.00% 

33.88% 

18.57% 

BASIC  CPU 

100.00 

109.01 

40.30 

FORTRAN 

Standard  I/O 

100.00 

37.24 

17.89 

Parameter  I/O 

100.00 

49.48 

18.27 

Computational 

100.00 

52.02 

19 . 93 

Executable 

100.00 

75.14 

14.95 

Composite 

100.00% 

52 . 55 

23.00 

DSC  -  Comparison  Group 


DSC  Members 

HIGH 

median 

low 

COBOL  I/O 

100.00% 

78.19% 

18.57% 

BASIC  CPU 

100.00 

77.91 

40.30 

FORTRAN 

Standard  I/O 

100.00 

71.53 

17.89 

Parameter  I/O 

100 . 00 

58.28 

18.27 

Computational 

100.00 

52.77 

19.93 

Executable 

100.00 

83.93 

14.95 

Composite 

100.00 

71.48 

23.00 

VENDOR  GROUPINGS 


Extended  Support 
National  TSO 
Full  Support^  IBM/CFIS 
Full  Support  Non-IBM 
Standard  TSO 
Standard  CMS 
High  Tech  CDC 
DEC  VAX  DTSS 


ADP   CE/IDC  DRI 

BCS   CD-BIS  Geisco  McAuto  SIS 

BCS   CD-BIS    Informatics   NCSS  Tymshare 

Comshare   CSC  Geisco   Rapidata  Tymshare  UIS 

Itel  Network  NVIP   Parklawn  UIS 

AMS  sis  UIS 

BCS   CDC   McAuto  UIS 

Citishare(2)   DTSS   Landart   Ross  TCI 


RCS  Vendor  Group  -  DEC-20  VAX  DISS 


RCS 
Vendor 

DSC  Members 
(as  a  percent  of  RCS  median) 

MEDIAN 

HIGH 

MEDIAN 

LOW 

COBOL  I/O 

1  nn  nn 

lUO , uU 

85 . 56% 

65.94% 

15.87% 

BASIC  CPU 

100.00 

70.72 

55.01 

28.83 

FORTRAN 

Standard  I/O 

100.00 

80.38 

57.33 

14.37 

Parameter  I/O 

100.00 

88.63 

16.13 

Computational 

100.00 

83.07 

52.02 

15.44 

Executable 

100.00 

81.76 

68.54 

12.23 

Composite 

100.00 

81.38 

58.04 

18.25 

RCS  Vendor  Group  -  High  Tech  CDC 


RCS 
Vendor 

DSC  Fiembers 
(as  a  percent  of  RCS  median) 

W  C  ■n  T  AM 

nhD 1  AN 

HIGH 

median 

LOW 

LJBUL  1/U 

1  no  nn 

lU  J  ■  U'J 

115.58% 

91.04% 

21.65% 

BASIC  CPU 

100.00 

i|0.85 

33.52 

17.24 

FORTRAN 

Standard  I/O 

100.00 

59.25 

42.05 

10.57 

Parameter  I/O 

100.00 

71.72' 

41.97 

13.01 

Computational 

100.00 

65.75 

43.13 

13.22 

Executable 

100.00 

27.85 

25.80 

4.35 

Composite 

100.00 

64.93 

45.95 

14.14 

RCS  Vendor  Group  -  Standard  IBfVC.NlS 


RCS 
Vendor 

DSC  i^iembers 
(as  a  percent  of  RCS  median) 

r~        T  AM 

MED  1  AN 

HIGH 

median 

LOW 

LJBUL  1/U 

40.75% 

31.85% 

7.55% 

BASIC  CPU 

100.00 

32.65 

27.52 

14.25 

FORTRAN 

Standard  I/O 

100.00 

32.57 

22.98 

5.80 

Parameter  I/O 

100.00 

28.85 

8.90 

Computational 

100.00 

41.99 

25.54 

8.37 

Executable 

100.00 

15.12 

12.58 

2.26 

Composite 

100.00 

35.65 

25.73 

8.58 

RCS  Vendor  Group  -  Standard  TSO 


RCS 

Vendor 

DSC  flEMBERS 

(as  a  percent  of  RCS  median) 

MEDIAN 

HIGH 

MEDIAN 

LOW 

COBOL  I/O 

1  nn  no 

32.707o 

25.55% 

5.057o 

« 

BASIC  CPU 

0.00 

0.00 

0.00 

0.00 

FORTRAN 

Standard  I/O 

100.00 

15.21 

11.53 

2.89 

Parameter  I/O 

100.00 

^12. 75 

2^1.76 

7.82 

Computational 

100.00 

i}0.71 

24.95 

8.08 

Executable 

100.00 

37.15 

31.37 

5.57 

Composite 

100.00 

35.07 

24.52 

5.58 

•■o 


RCS  Vendor  Group  -  Full  Support  Non-I3i1 


RCS 

Vendor 

DSC  Members 
(as  a  percent  of  RCS  median) 

MED  I  AN 

HIGH 

median 

LOW 

pnnni    T  /n 

COBOL  1/0 

23.25% 

18.22% 

4.31% 

BASIC  CPU 

100.00 

17.08 

14.48 

7.35 

FORTRAN 

Standard  I/O 

100.00 

42.59 

29.93 

7.58 

Parameter  I/O 

100.00 

35.27 

20.58 

6.40 

Computational 

100.00 

2/4 . 89 

15.44 

4.97 

Executable 

100.00 

17.82 

14.83 

2.65 

Composite 

100.00 

25.33 

17.79 

5.55 

RCS  Vendor  Group  -  Full  Support  IBiVCMS 


RCS 
Vendor 

DSC  Members 
(as  a  percent  of  RCS  median) 

MLD I  AN 

HIGH 

MEDIAN 

LOW 

roDoi    T  /n 

LJdUL  1/L) 

1  no  nn 

J.U  J  1  U'J 

24.29% 

19  . 007o 

4 . 51% 

BASIC  CPU 

100.00 

19.18 

15.89 

8.73 

FORTRAN 

Standard  I/O 

100.00 

15.87 

11.15 

2.82 

Parameter  I/O 

100.00 

21.79 

12.77 

3.95 

Computational 

100.00 

18.45 

11.37 

3.55 

Executable 

100.00 

6.79 

5.52 

1.01 

Composite 

100.00 

18.45 

13.37 

4.54 

RCS  Vendor 


Group 


-  National  ISO 


RCS 
Vendor 

DSC  Members 
(as  a  percent  of  RCS  median) 

M c r\  T  AM 

HIGH 

MEDIAN 

'  LOW 

LUdUL  1/U 

inn  no 

9.72% 

7.59% 

1.80% 

BASIC  CPU 

100.00 

27.13 

19.72 

10.47 

FORTRAN 

Standard  I/O 

100.00 

11.08 

7.88 

1.98 

Parameter  I/O 

100.00 

15.95 

9  .SI 

3.09 

Computational 

100.00 

15.47 

10.32 

3.28 

Executable 

100.00 

17.58 

15.37 

2.57  . 

Composite 

100.00 

17.39 

12.25 

4.35 

RCS  Vendor  Group  -  Extended  Support 


RCS 
Vendor 

DSC  Members 
(as  a  percent  of  RCS  median) 

MED  I  AN 

HIGH 

MEDIAN 

low 

pnnni     T  /n 

COBOL  1/0 

1  nn  nn 

15.697o 

12.27% 

2.91% 

BASIC  CPU 

100.00 

13.32 

9.48 

5.05 

FORTRAN 

Standard  I/O 

100.00 

1.1. 

9.44 

6.71 

1.59 

Parameter  I/O 

100.00 

15.85 

9.32 

2.87 

Computational 

100.00 

16.84 

10.21 

3.36 

Executable 

100.00 

5.82 

4.66 

.86 

Composite 

100.00 

13.62 

9.23 

3.09 

STORAGE  COSTS 
TIMESHARING  VENDORS 


Character  Level 

$/K  Char. /Ho. 

1 

1 

1  nM 
lUI  1 

ZDi  1 

.01  - 

.04 

3 

3 

4 

4 

.05  - 

.09 

3 

5 

8 

10 

.10  - 

.14 

4 

5 

*5 

*5 

.15  - 

.19 

3 

3 
* 

2 

1 

.20  - 

.24 

*6 

8 

8 

7 

.25  - 

.29 

2 

3 

1 

1 

.30  - 

.39 

2 

2 

1 

1 

.^10  - 

.49 

5 

2 

2 

2 

.50  - 

.59 

0 

0 

0 

0 

.50  - 

Up 

4 

1 

1 

1 

CONNECT  CHARGES 
TIMESHARING  VENDORS 


Prime 

Non-Prime 

$/H0UR 

30  CPS 

120  CPS 

30CPS 

120  CPS 

TO  5.99 

0 

0 

6 

5.00-7.99 

J 

1 

c 
u 

8.00-9.99 

5 

1 

3 

2 

10.00-11.99 

1 

1 

*1 

5 

T~)  nn  Tz  nn 

iz.u(j-i3.yy 

5 

5 

'A 

1 

1^.00-15.99 

*5 

3 

3 

*2 

15.00-17.99 

5 

2 

3 

2 

18.00-19.99 

1 

i\ 

1 

20.00-24.99 

3 

7 

2 

5 

25.00-29.99 

0 

8 

0 

5 

30.00-Up 

0 

3 

0 

2 

SNET  PROJECT  REVIEW  MEETING 
AGENDA 


•  Lunch  Meeting 

•  Discuss  Approach 

Screens  for  SNET  Project 
Macro  Descriptors 
Micro  Descriptors 

•  Review  of  Activities 

SNET  Interviews 
Strengths  and  Concerns 
Establishment  of  Data  Base 
-      Secondary  Research 

•  Early  Indications 

•  Final  Presentation 

•  Conclusion 


INPUT 


r 


SCREENS  FOR  SNET  PROJECT 

Phase  I  and  2  analysis  -  industry  overview 
Secondary  Research 

Opportunities  connplirrientary  to  SNET  experience 
SNET  selected  market  segments 
Growth  rate: 

Revenue  >  I  5% 
-      Profit  >  13% 
Achievable  ratios: 

Return  on  equity  ^  17% 

PAT/Revenue  y  12% 
Geography  -  New  England 

Information  Service  Companies  with  revenues  ^■SlO  million 


INPUT 


SNET  CONSULTING  PROJECT 
MACRO  DESCRIPTORS 

Companies  by  Revenue 

10-25  million 
-   ^25  million 
Mode  of  Service 

Processing  Services 
.  Remote 

Interactive 
Remote  Batch 
.  Batch 

Software  Products 
.  Applications 

Cross-Industry 

Industry-Specific 
.  Systems 

Operations 

Utilities 

Implementation 
Professional  Services 
.  Consulting 

.   Systems  Design/Programming 

.  Education/Training 

Integrated  Systems 

.   Software  +  Hardware 

.   Personal  Computers 

.   Single  Entity 


M.ACRO  DESCRIPTORS 
continued 

Major  Industries  Served 
Government 
.  State 
.  Local 
Commercial 
.  Banking  and  Finance 
.  Insurance 
.  Retail 
.  Services 
.  Utilities 


MACRO  DESCRIPTORS 
continued 


or  Applications 
Function  Specific 

,  Accounting/Billing 

.  Hunnan  Resources 

.  Infornnation  Analysis 

.  Business  Graphics 
Industry  Specific 

.  Decision  Support 

.  Specialized  Transaction  Processing 

.  Vendor  Data  Base  Services 

.  Utility  Services 

.  Systenns  Analysis  and  Programming 

.  Facilities  NAanagement 

.  Consulting 

.  Training 

.  Documentation 

.  Maintenance 

.  Custom  Modifications 

.  Hardware 

.  Software 


MACRO  DESCRIPTORS 
contiuned 


Geographic  Location  -  New  England 
issues/Trends 
Environmental  Influences 
Economic 

Use  of  Personal  Computers 
In-house  Service 
Communications 
Entry  Requirements 
Hardware 
Software 

Technical  Expertise 
Product  Development  Skills 
Marketing  Ski  lis 
General  Management  Skills 
Major  Constraints  to  Growth 


SNET  CONSULTING  PROJECT 
MICRO  DESCRIPTORS 


Size 

Number  of  Companies 
Number  of  Employees 
Revenues 

.   Computing  Services  (Domestic) 
Captive 
Non-captive 
Prof  itibility 

Net  Profit  Ratios 

Operating  Ratios 

Income  Statement 

.  Revenue 

.   Pre-tax  Earnings 

.  Net  Earnings 
Processing  Services 

Hardware 

Software 

Network 


STRENGTHS 
AS  EXPRESSED  BY  SNET 


SONECOR  positioning/experience 

Corporate  LOB  strategies  e.g.  Directory  -  data  base/videotex_^ 
Networks  SONECOR-PBX 


Financing 
Data  bases 
Network  pot 

Expertise  within  the  Connecticut  environment 
Proximity  to  FORTUNE  500  organizations 

Contacts  within  the  manufacturing,   technology  industries 


INPUT 


CONCERNS 
AS  EXPRESSED  BY  SNET 


Lack  of  a  current  external  customer  base 
Marketing  skills  -  cLu^^  ^  ^^-^  '/       C<  "J^^- 

Track  record  of  entrepeneurial  spirit 
Network  facilities 
Corporate  LOB  strategy 
Competitive  reaction 

Arms  length  relationships  with  regulated  entity 
Competitive  grow^th  via  acquisition  within  the  Indus 
Staffing 

Technical  considerations 

-  Integrated  approach 

VM/CMS,   chargeback,  billing  system 

-  Information  Systems  products 
Training/support 


STRENGTHS 
AS  VIElvED  BY  INPUT 


•  Knowledge  of  Communication  Industry 

•  Strong  Financial  Position 

•  Leading  Edge  of  Technology 

-  IBM 

•  Strong  ISO  Management 

•  Technical  Skills  and  Experience 

•  Good  Application  Software  Systems 

-  Telco/BOC  oriented 

•  Billing  System 

-  Large  volume  transactions 

-  Low  level  of  detail 

•  Data  Security  System 

•  Consulting/Training  Experience 


CONCERNS 
AS  VIEWED  BY  INPUT 


•  De-regulation  Issue 

Opportunities 
Restrictions 

Actions  of  other  BOC  '  s  (  h/er^  /^Y^,  H^^^ 

•  Service  Requirements  Under  De-regulation 
-     Co  rpor  a  t(£<  business 

New  business 

•  Hardware  Compatability 

Power  vs.  Product 
Price  competitiveness 
Capacity 

•  Perceived  "Institutional"  l-Ianagement 

•  Marketing  Expertise 


r 


MARKET  SEGMENTS 


INDUSTRY  TOTALS 

1981 
1982 
1  983* 
1  987* 


REVENUE 
$  IN  BILLIONS 


22.  3 
25.  9 
30.  8 
74.  9 


AVERAGE  ANNUAL 
GROWTH  RATE  % 


16 
19 
24 


9  PROCESSING  SERVICES 

1981 
1982 
1  983* 
1  987* 


10.  3 
11.4 
1  2.  9 
22.  4 


1  1 

13 
14 


*  INPUT  FORECAST 


INPUT — ^ 


MARKET  SEGMENTS      -  CONT'D. 


REVENUE  AVERAGE  ANNUAL 

$  IN  BILLIONS         GROWTH  RATE  % 

•  SOFTWARE  PRODUCTS 

1981  4.2 

1  982  5.5  31 

1  983  *  7.4  35 

1  987  *  27.5  38 

•  PROFESSIONAL  SERVICES 

1981  5.0 

1  982  5.5  10 

1  983  *  6.2  13 

1  987  *  1  2.5  18 

•  INTEGRATED  SYSTEMS 

1981  2.9 

1982  3.5  21 
1  983  *  4.3  22 
1987*  1  2.4  29 


*  INPUT  FORECAST 

 l^pyj  . 


1983  QUARTERLY  SCHEDULING  PLAN((Q2) 


PROJECT:. 
PROJECT  LEADE 


CORPORATE/WEEK  ENDING 


DATE 


APRIL 


MAY 


JUNE 


ACTIVITY 


PROJECT 


PROJECT 

AUTHORIZATION/ 
SPECIFICATION 


Q  DESIGN 


0  APPROVAL/ 
REVIEW  MEETING 


INTERVIEWS  ON 
SITE  (  )  NO. 


INTERVIEWS 
PHONE  (  )"PjOT 


Af^P-ANAL-*i^9IS- 


WRITING 


ABSTRACT 


QC 


REPORT  PROD. 
AND  SHIPPING 


PRESENTATION 


•THANK  YOU" 
MAILED 


NAME 


MAN 
DAYS 


EFFI 
CIENCY 


/ 


7 
1 


exm 


PLAN 


ACTUAL 


CUM  P/A 


/ 


/ 


I 

J 


/ 


/ 

-J* 


/ 


/ 

•S' 


/ 


J 


ESMD 


/ 


3 


/ 


C 


I 


CORR 
WEEK 
END 


14 
4/8 


15 
4/15 


16 
4/22 


17 

4/29 


18 

5/6 


19 
5/13 


20 
5/20 


21 

5/27 


22(4) 
6/3 


23 
6/10 


24 
6/17 


25 
6/24 


26 
7/1 


ni2/8 


PROJECT  WORX  STATEMENT 


TITLE  .  {^rA^\^/C£  /^c/y(f£^^u  fWrAT^^  /<fr(^iyy/(r^A?£Wrz/ 

c\A.Ym.^r)urHg'/P^  a//^1^)  fA^Ci/i^yy^  Tf^'f^/^oy^  Chn/^y?^i/ 

CONTRACT:     ATTACHED   TO  FOLLOW  ^  LETTER   VERBAL_J^  

PROJECT  LEADER  /^X^ Mo/a)  t   CODE  YJa/T"  

DATE  STARTED                             PLANNED '  COMPLETION  DATE  :^/'2o/fi^ 
LEVEL  OF  EFFORT (Prof essional  Man  Days)    X  O  


TOTAL  CONTRACT  VALUE:  %  2"/.  S'O  0 


REVENUE  DISTRIBUTION  ^ OT  $)   INPUT  US/g'g'7/ INPUT  LTD  - 

REIMBURSABLE  EXPENSES:  NO  

YES  )C 

EXP.  BUDGET  "^V^OO   TO  COVER:     TRAV:  X 

"  TEL:   ^ 

RPT.  PREP. :   

OTHER: 


BILLING  SCHEDULE  DESCRIPTION  /(9  O    %»  ^"^J^^  n-c^Tyxt^lA^^  


PROJECT  DESCRIPTION    /  0 ^^^^^^U^^dc ^^^^t^yJx^^  ^-c^i^y^Jc'ty 


INDICATE  TYPE  OF  CUSTOM  WORK: 
THANK  YOU  PACICAGE: 


REPORT 
YES 


PRESENTATION  < 

NO  5^ 


INPUT 

PARK  80  PLAZA  WEST-1,  SADDLE  BROOK,  NEW  JERSEY  07662  {201)368-9471 


March  2k,  1983 


Mr.  Joseph  Cline 

District  Staff  Manager 

Southern  New  England  Telephone  Company 

300  George  Street 

New  Haven,  CT  06501 

Dear  Mr.  Cline: 

INPUT  is  pleased  to  submit  the  enclosed  proposal  for  a  custom  market  research, 
planning  and  consulting  study  on  behalf  of  SNET.  This  proposal,  to  work  with  you  and 
your  staff  in  the  development  of  a  Line  of  Business  plan  for  ISO,  is  based  largely  on 
the  time  that  we  have  spent  in  meetings  with  you  recently  and  on  INPUT'S  vast 
experience  in  dealing  with  the  issues  and  requirements  of  the  information  services 
markets. 

We  believe  this  proposal  is  totally  responsive  to  your  needs  but  welcome  the 
opportunity  to  review  our  understanding  of  your  requirements.  If  you  have  any 
questions,  need  clarification  or  additional  information,  please  do  not  hesitate  to 
contact  me.  We  look  forward  to  working  with  you  on  this  important  undertaking,  and 
we  feel  confident  that  your  faith  in  INPUT  will  be  fully  justified. 


Very  truly  yours, 


Edward  1.  Metz  """^  V.^  n   o.sV>  r 
Senior  Vice  President  '  V  «^ 

EIM/Icg  '  V     ^    ^  J 

Enclosure  'bv-v-v-A^^  i^^»'^»iS^ 
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OBJECTIVES 


-  o  To  provide  primary  and  secondary  research  infornnation  to  SNET  for 
fwi^  ^"^^o  incorporation  into  a  major  line  of  business  (LOB)  plan  to  enter  into  the  Service 
^- .  ifk^>- (^\«-*>    Bureau  business  as  a  major  competitor. 

o         To  assist  SNET  in  the  development  and  finalization  of  the  LOB  plan  and  to 
SWV^  -^s^N;^        participate  as  needed  in  the  presentation  of  the  plan  to  SNET  management. 

INPUT'S  UNDERSTANDING 

o  SNET,  working  independently  and  in  conjunction  with  other  consultants,  has 
developed  on  outline  for  the  gathering,  analysis  and  presentation  of  data  to  be 
incorporated  into  an  LOB  plan  for  participation  in  the  computer  services 
industry. 

o  INPUT,  because  of  its  knowledge  of  the  computer  services  industry  and  the 
background  of  its  senior  staff  members,  has  been  selected  for  consideration  in 
this  project,  to  provide  a  variety  of  services  including: 

Secondary  research  and  analysis  of  appropriate  data  on  markets,  industry 
practices,  industry  structure,  trends,  and  the  competitive  environment. 

Recommendations  on  specific  markets  and  product  offerings  for  SNET  to 
consider  as  entry  markets  and  products. 

Primary  research  and  analysis  of  data  associated  with  these  specific 
markets  which  will  be  targeted  for. entry  during  the  course  of  this  project. 

General  management  consultation  required  to  assemble  a  complete 
business  plan  for  presentation  to  SNET  management. 

METHODOLOGY 


Based  on  discussions  with  SNET  personnel,  a  four  phase  approach  will  be 
utilized. 

Phose  I  will  produce  information  on  markets,  products,  competitors,  and 
general  industry  practices  and  issues. 


>-       _      Phase  2  will  result  in  recommendations  on  initial  markets  to  be  entered 
and  products  to  be  provided  for  those  markets,  based  upon  needs  of  the 
■<.t.<^'"^^  "  ^  market-place  and  SNET  capabilities. 
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Phase   3   will   include   primary   market   research  conducted  for  those 
products  and  markets  selected  from  the  Phase  2  recommendations. 

Phase  h  will  result  in  a  complete  LOB  plan  with  focus  on  marketing 
strategies,  migration  from  the  existing  operating  environment  and 
detailed  financial  information. 

For  the  Phase  I  effort,  INPUT  will  be  responsible  for  developing: 

An  Environmental  Analysis  of  the  Information  Services  industry, 
including: 

Industry  Segmentation 

Industry  Practices 

Pricing  Terms  and  Conditions 

Success  Factors 

Major  technological  trends 

A  Market  Analysis  with  a  five-year  growth  perspective. 

Company  structures  and  key  operating  and  financial  ratios. 

Market  segmentation  and  trends,  analyzed  by  a  variety  of  variables 
such  as  delivery  mode  and  geographic  concentration. 

A  Competitive  Analysis  which  addresses  both  broad  overview  and  detailed 
aspects  of  the  competitive  environment,  generally  answering  the  question, 
"What  must  be  done  to  compete  effectively?"  This  analysis  will  address 
the  issues  raised  in  sections  II  D.I  and  II  D.2  of  the  business  plan  outline 
provided  to  INPUT  during  pre-proposal  discussions. 

Also  during  Phase  I,  INPUT  will  conduct  detailed  discussions  with  SNET 
personnel  in  order  to  ascertain  current  capabilities  (or  deficiencies)  in  the 
areas  of  hardware,  software,  communications,  application  expertise  and  the 
general  state  of  readiness  in  operations  and  marketing. 

Phase  I  activities  will  conclude  with  an  analysis  of  those  market  segments 
best  suited  for  SNET  entry. 

In  Phase  2,  INPUT  will: 

Provide  detailed  recommendations  to  SNET  on  at  least  five  markets  which 
could  be  pursued,  together  with  observations  on  requirements  for  SNET  in 
terms  of  product,  personnel,  and  marketing  needs. 
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Upon  discussions  which  will  conclude  how  many  of  the  recommended 
markets  are  to  be  pursued,  INPUT  will  submit  a  detailed  pricing  proposal 
to  SNET  for  the  Phase  3  and  Phase  4  activities. 

Phase  3  will  consist  primarily  of  conducting  primary  research  for  the  markets 
selected  in  Phase  2. 

INPUT  will  design  the  questionnaire  and  market  survey  approach  for  each 
market  to  be  studied. 

Upon  review  by  SNET,  INPUT  will  use  the  questionnaire  (s)  to  conduct 
interviews  on-site  and  over  the  telephone. 

Interview  data  will  be  tabulated  and  analyzed. 

A  report  will  be  prepared  for  inclusion  in  the  LOB  plan.  This  report  will 
identify  those  factors  provided  in  section  11,  paragraphs  C.2,  C.3,  C.4, 
C.5,  D.2,  and  D.3  of  the  business  plan  outline  provided  to  INPUT. 

In  Phase  4,  INPUT  senior  staff  will  assist  in  preparing  and  finalizing  the  LOB 
plan  document  in  several  key  areas  including  but  not  limited  to: 

Marketing  Mix  Plans 

Growth  Strategies 

Migration  Strategy 

Marketing 

Hardware/Software  Requirements 


DELIVERABLES 

o         Report  containing  the  Industry  Overview,  Market  Segmentation,  and  Product 
Analysis  information  at  the  conclusion  of  Phase  I. 

o         Presentation  on  the  market  segments  recommended  to  SNET  at  the  conclusion 
of  Phase  2. 

o         Presentation  on  the  primary  research  findings  and  recommendations  developed 
in  Phase  3. 

o         Report  on  Phase  3  following  the  presentation. 
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FEE  &  SCHEDULE 


o         The  presenational  fee  for  the  project  will  be  as  follows: 

Phase  I  &  2  -  $24,500.  This  amount  has  been  significantly  reduced  as  o 
direct  result  of  SNET's  decision  to  subscribe  to  INPUT'S  ISIP  program. 

Phase  3  -  To  be  bid  at  the  conclusion  of  Phase  2.  For  planning  purposes, 
INPUT  estimates  that  each  market  segment  selected  for  primary  research 
will  cost  between  $15,000  and  $25,000,  depending  on  the  markets  and 
their  complexity. 

Phase  4  -  To  be  bid  at  the  conclusion  of  Phase  2.  INPUT'S  approach  would 
be  to  identify  fixed  price  tasks,  and  submit  a  fixed  price  bid  for  the 
completion  of  those  tasks.  Any  additional  days  would  be  billed  on  a  time 
and  materials  basis.  For  planning  purposes,  INPUT  estimates  that  Phase  k 
will  cost  approximately  $7,500. 

o  One-half  the  fee  amount  for  Phases  I  and  2  ($12,250)  is  due  and  payable  upon 
authorization.  The  remainder  of  the  fee  plus  any  out-of-pocket  costs  incurred 
for  travel  and  reproduction  will  be  billed  at  the  conclusion  of  Phase  2. 

o  INPUT  would  begin  work  on  this  project  within  two  weeks  of  award 
notification.  It  is  anticipated  that  the  effort  required  for  Phases  I  and  2  could 
be  completed  in  five  to  six  weeks.  Phases  3  and  4  would  require  an  additional 
estimated  6  to  8  weeks.  Assuming  an  April  h,  1983  start  date,  the  project 
could  be  completed  by  early  July,  1983. 

o         This  proposal  remains  in  effect  until  April  15,  1983. 

o  To  facilitate  authorization,  please  complete  the  signature  block  below  and 
return  to  INPUT. 


AUTHORIZED  BY:    SOUTHERN  NEW  ENGLAND      ACCEPTED  BY:  INPUT 

TELEPHONE  COMPANY 


NAME  NAME 


TITLE  TITLE 


DATE  DATE 
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SOUTHERN  NEW  ENGLAND  TELEPHONE  COMPANY 


SERVICE  BUREAU  ENTRY  REQUIREMENTS 


MEETING:    April  13,  1983 

PARTICIPANTS: 
SNET 
INPUT 
ISM 


AGENDA 


INTRODUCTIONS 

ROLE  OF  PARTICIPANTS 

GOALS  AND  OBJECTIVES 

SNET  CAPABILITIES: 

-  ORGANIZATIONAL 

-  OPERATIONAL 

PRODUCT  DEVELOPMENT  AND  MANAGEMENT 

-  MARKETING  AND  SALES 

SNET  INTERVIEWS 

ACTION  ITEMS: 

-  SNET  MEETING  OF  April  19,  1983 

-  SNET  ORGANIZATION  CHARTS 

-  SCHEDULING  OF  INTERVIEWS 

-  PRODUCT  BROCHURES  AND  RESPONSIBILITY 


3/8/83 


Southern  New  England 


L*^,Vs4^"V»^*A^>,         PHASE  1 

PHASE  2 


Research  Approach 

Market  Segmentation/Product  Analysis 


PHASE  3 
PHASE  4 


'SS.^  4<9.-\?  v^^^ 


( 


Define  Product  Offerings/Market 
Segments  for  SNET 

Primary  SNET  Research 

-    Develop  LOB  Strategy,  Migration  Plan, 
Financial  Perspective  VJith 

-  SNET 

-  Alan  Brigish  (ISM) 

-  Ed  Metz  (INPUT) 
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Exhibit  1 


ISO  Line  of  Business  Plan 


I.  Executive  Summary  '      ■         .     •   -  "    .   ."  ;  ■ 

II.  Assessment  of  Opuortunities/Threats/Risks  and  LOB  Capabilities 

III.  ISO  Line  of  Business  Strategies 

IV.  Functional  Plans  and  Operating  Actions 

V.  Financial  Analysis 

VI.  Major  Expenditures  Plans 

VII.  Summary  of  Key  Issues 
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ISO  Service  Bureau 


I.     EXECUTIVE  SUMT-IARY 


'  Direction/strategic  Thrust 


Service  Bureau  Environment 


Strategic  Positioning 


les 


^  3^^^^^       Implementation  Strategic 
S^i^'^    ^^3-  Financial  Perspective /Organizational  Requirements 

T^'^       Tiisk  Analysis  and  Contingency  Plans 


Corporate  Issues 
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ISO  Service  Bureau 


_  V 


INPUT 

Phase  1 


SNET 

.  Phase  1 

INPUT 

Phase  1 


II.     Assessment  of  Opportunities/Threats/Risks  and  LOB  Capabilities 
A.     Environmental  Analysis 

1)  Service  Bureau  Perspective 

-  #  of  Firms,  Market  Share,  Major  Segments  (4), 
(Current  S  Projected  Changes  $$) 

-  Acquisition  Strategies/Venture  Analysis 

-  Economic  Environment/Pricing  Increases  V7ithin  S.B. 

-  Hardware/Software  Pricing 
New  Entrants    (Rate  of  New  Entrants  Into  S.B.  Industry) 

-  User  Gro\>rt;h/Ma jor  Growth  Segments      ;        ,      .       •-  •  ' 

-  Critical  Success  Factors'  •       "         ■  ' 

2) ^  Regulatory 

-  DPUC  Issue  With  Regard  to  Arms  Length,  etc. 


B. 


3)^   Technology  Analysis 

-  S.B.  Migration  Towards  IBM  Hardware 

-  P.C.,  Data  Bases,  Networks 

-  Interactive  Environment 

Market  Analysis    (5  Yr.  Perspective) 


INPUT 

Phase  1 


INPUT 

Phase  1 


INPUT 

Phase  2 


IcheckpointI 

3) 


Service  Bureau  Structure 

-  Functions  Provided 

-  Gro'.v-th  Areas/High  Profit  Margin  Areas  ' 

-  Sizing  of  Firms /Revenue  Per  Employee 

Market  Segmentation  Within  the  Industry  (Matrix  of  Segments  vs.  Product 

-  Key  Market  Segments  and  Product  Offerings/Applications  Offerxng^^ 

-  Market  Segmentation  by  Hardware  Facility   (i.e.   IBM  TSO,  VM)  / 
Software  Products   (i.e.  Billing,  Order  Entry,  etc.) 

-  Geographic  Concentration  of  Market  Segments   (Northeast,  etc.) 
For  Hardware  Facility/Software  Products 

-  Major  Trends  Within  Market  Segment,  Products 

-  Size  of  Current  Market  Segments  and  Future  Growth  -  Total 
Market  Demand   (Today  s'5  Yr.  Projection)   For  Hardware"  '  •    •  ; 
Facility  and  Software  Products  . 

-  Profitability  Within  Market  Segments  For  Hardware  Facility  ■ 
and  Software  Product  Offerings  ■: 

-  Critical  Success  Factors  in  Key  Markets  .  1 

-  Maturity  Analysis  of  Market  Segments  and  Product  Offerings  5 

Market  Segmentation  Within  SNET  Service  Bureau  ■.  ; 

-  Define  Key  Market  Segments  and  Product  Offerings  ! 
-r  -  Boundary  Definition  Between  ISO  LOB  and  Other  SNET  LOB's 

-  Size  of  Market  Segments   (Geographic  Orientation) 

-  SNET  Market  Share 

-  Success  Factors  in  Key  Segments     •  • 

-  Profit  Potential  in  Key  Markets 

-  Maturity  Analysis  of  Markets  and  Products 

-  Risks  /  ->  \  '• 

-  Primary  Research  in  SNET's  Market  Segments,  Cover  Ct.  /p/^A-S^    3  ) 
Based  Firms   (Fortune  500  etc.)  ...... 
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C.     Customer  Analysis 


INPUT  1)     Customer  Attributes    (Generic  Items) 

Phase  1  Z'      -  Comparative  Shopping 

-  Expenditure  Trends,   Control  INDUSTRY 

-  Cost  Sensitivity  PERSPECTIVE 

-  Type  of  Terminals 

-  Reasons  for  Using  Service  Bureaus 


2)  Customer  Perspective    (SNET  Segments) 

-  Primary  Consumers    (i.e.  Who  Buys  the  Service)  / 

-  Geographic  Concentration 

-  What  Are  They  Utilizing  Today   (i.e.  Hardware  and  Generic 

Software,  Hardware  and  More  Developed  Software,  Hardware 
and  S.B.  Developed  Software...).     Categorize  by  Market 
Segments . 
P  Wants /Meedsl 

-  Factors  Influencing  Demand 

-  Service  Expectations 

-  Future  Customer  Expenditures 

-  Allegiance  Towards  Provider /Critical  Success  Factors  to 

Retain  Customers 

-  Customer  Risks 

-  Perception  of  S^IET/Would  They  Buy 

3)  Economics 

-  Elasticities    (Cross,  Price,  Demand) 

-  Cost  Pools  to  User   (i.e.   Connect,  CPU,   Storage,  Output,  Misc.) 


INPUT 

Phase  1 


/■  4)  Decision/Awareness 

-  How  &  Where  is  the  Buy  Decision  Made 

-  Motivation  for  Utilization  of  Service  Bureau 

-  Comparative  Analysis 

-  How  is  Product /Service  Information  Sought 


INDUSTRY 
PERSPECTIVE 


5)     Network  Needs 
D.     Competitor  Analysis 


1)     Industry  Overview 


Phase  1 


-  Basic  Services  Provided  by  All  Service  Bureaus 

-  Enhanced  Service 

-  Sizing   (#  Firms,  Growth  of  Firm,  Size  of  Market) 

-  Growth  Projection  by  Market  Segments 

-  Major  Financial  Opportunities 

-  Rate  of  Entry  Into  Market 

-  Risks 

-  New  and  Projected  Direction  Trends 


Competitor  Analysis  (Continued) 


2)  Specific  Industry  Issues 
/"  -  Market  Share 

/     -  Product/Service  Differentiation 
/       -  Barriers  (Entry/Exit) 
/         -  Pricing   (DEC  10/20  -  IBiM  3033/3081) 
(  -  Economic  Ratios   (Attachment  2) 

-  Network  Requirements 

I  -  Equipment  -  Type  Commonly  Utilized,  Lease  vs.  Purchase, 

I  Backup,  Percent  Utilization,  Throughput  Considerations 

\    ■    .  -  Personnel/Revenues 

\  -  Cost  Pool  for  S.B.    (i.e.   Market,  Hardware,  Operation, 

J  Administration,  Technical,  etc.) 

/  -  Marketing  Organization/Centralized  vs.  Decentralized 

-  Promotion/ Advertising 

\         -  Distribution  Choices/Direction 
/         -  Management  Style 
/  -  Salaries 

/  -  Software   (Off  the  Shelf  vs.  Customized,  Costs,  Royalties 

I  -  New  Entrants   (i.e.   IBM/ATST,  etc.) 

\  -  Office  Systems,  PC,  Data  Bases,  Video  Text   (New  Trends) 

\^     -  User  Friendly  Environment 

3)  Major  Competitors  of  SNET's  Service  Bureau  Entry 

-  Firms 

-  Positions  Within  Industry 

-  Strengths/Weaknesses 

-  Future  Direction 

-  Legal  DPUC  Bottlenecks/ADAPSO/Al^PA   (Am.  Newspaper  Assoc. 

4)  Major  Independent  Tel.  Co.  Approaches  to  the  Service  Bureau 
Industry 

ISO  Line  of  Business  Assessment  - 


1)  . ISO  Strengths 

-  Software 

-  Technical 

-  Hardware/Software 

2)  Corporate  Strengths 

3)  Concerns /Risks 

4)  Assessment/Advantages 

-  Facility 

-  Hardware/Software 

-  Application  Expertise 


5) 


LOB  Positioning 


i 
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ISO  Line  of  Business  Strategies 

ISO  Service  Bureau  Strategies 

-  ISO  LOB  Direction 

-  Positioning  ^  • 

•  Primary  Focus 

-  Hardware/Software/Support  Functions  Provided 

-  Market  Segments     -       .  .  \ 

-  Networking  ,  -  " 
.  .            -  Competitive  Advantages               •  ■.■  .  ■ 

-  Competitive/Market  Positioning      ■  '■.  ' 

■  ',       :  -.   •  Market  Expansion,  Direct  Competition,  Niche  Strategy 

2)    -Marketing  Mix  Plans    "   -  ■  -  "  - 

-  Product/Service  Strategy ' ;         ■     -  ' 

•  Integrated  Approach  '  "' 

-  Major  Elements  Offered  - 
■  -  Pricing  ■ 

•  Connect,  CPU,   Storage,  Output,  Misc.,   Software  Dev.,. 

-  Promotion/Advertising 

-  Distribution  Strategy 

-  Network,  Centralized  Facility 

-  Regional  Support  Staffs 

•  Market  Staff /Venture  Groups 


3)     Organizational  Strategy 

-  Direction 

-  Sizing/staffing 

-  Relationship  with  SNZT 


4)     Growth  Strategies 

-  Acquisitions 

-  Ventures 
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IV.     Pjnctional  Plans  and  Operations  Actions 


1)  Migration  Strategy  ■ 

-  Purchase,  Joint  Venture 

-  Initial  Introduction/Thrust 

-  Growth  Strategy  -  Hardware/Software /Service 

2)  Product/Facility  Sourcing  '  ■ 

-  Venture  Software 

-  Developed  Software  .  '  ; 

/_  utilization  of  SNET  EDP  Facility   (Hardware  &  Software) 

-  Data  Base  Creation  "  ■ 

-  Contract  Negotiations  for  Software  Utilization 

3)  Marketing  ■  '  ' 

-  Tactical  Sales ^Approach  ' 

4)  Advertising/Promotion 

5)  Implementation  Schedule 

6)  Risks 

7)  Contingency  Plans 

8)  Staffing 

9 )  Hardware/Software  Requirements 
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V.     Financial  Analysis 

1)  Financial  Perspective 

-  Financial  Assumptions 

-  1983-1993  Income  Statement 

-  Balance  Sheet 

-  Financial  Ratios 

2)  Major  Expenditure  Plans 
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II\DUSTRY  PERSPECTIVE 
FULL  SERVICE  BUREAU  FACILHY 


PROCESSING  SERVICES 

.   RBIOTE  COMPUTING  SERVICE 

-  INTERACTIVE 

-  REMOTE  BATCH 

-  DATA  BASE 

-  VIDEOTEXT 

-  OFFICE  SYSTEMS 

.   BATCH  SERVICES 

.   FACILITIES  mr^GEMEtJT 

SOFTIJARE  PRODUCTS 

.   APPLICATION  PRODUCTS 

-  CROSS  INDUSTRY 

-  INDUSTRY-SPECIALIZED  PRODUCTS 

.   SYSTBiS  PRODXTS 

-  SYSTEMS  OPERATIONS 

-  SYSTEMS  UTILIZATION 

-  SYSTEMS  IMPLEMENTATION 

PROFESSIONAL  SERVICES 
.  COrJSULTING 

.   SYSTEMS  DESIGr>l/ CUSTOM  PROCRAmiNG 

.  EDUCATION/TRAINING 

INTEGRATED  SYSTEMS 

.   INTEGRATION  OF  SYSTEMS  AND  APPLICATIONS  SOFTWARE  WITH  HARDWARE, 
PACKAGED  AS  A  SII^E  ENTITY 

.   OEM  DISTRIBUTORS 


NETWORK  FACILniES 

.    VALUE  ADDED  NETWORKS 


SECTION  11 
SERVICE  BUREAU  INDUSTRY 


SERVICE  BUREAU  PERSPECTIVE 


END  USER 


X  NON-EDP 
/  PROFESSIONAL 


/ 


/ 


/ 


CRT 

/ 

/ 


/ 


\ 


\ 


\ 


\ 


\ 


\ 


\ 


\ 


COmUNICATIONS 

.  LOCAL 

.  LONG  HAUL 

.  VALUE  ADDED 


/ 

'    SERVICE  BUREAU  FACILITY 

'      (INFORMATION  PROCESSING) 
.  PROCESSING 
.  SOFTWARE  PRODUCTS 
.  PROFESSIONAL  SERVICES 
.  INTEGRATED  SYSTEMS 


EDP  X 
PROFESSIONAL  \ 


\ 


\ 


\ 


\ 


\ 


\ 


RJE 


\ 


\ 


\ 


/ 


/ 


/ 


/ 


/ 


/ 


/ 


/ 


SERVICE  BUREAU  SEGMENTS  —  — 

.     END  USER 
.  COhnJNICATIOTJS 
.    INFORmilON  PROCESSING  FACILHY 


SERVICE  COrJCEPT 

.     PROVIDE  FOR  AN  INTEGRATED  "END  TO  END"  OOmUNICAHON  AfO  INFORMAHOTJ 
PROCESSING  FACILITY 
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March  30,  1983 


Mr.  Joseph  Cline 
District  Staff  Manager 

Southern  New  England  Telephone  Connpany 
300  George  Street 
New  Haven,  CT  06501 

Dear  Joe: 

INPUT  is  pleased  to  respond  to  the  questions  you  have  raised  regarding  our  proposal 
to  SNET  dated  March  24,  I  983.  Much  of  the  research  that  INPUT  has  done  in  support 
of  our  management  planning  subscription  programs  is  applicable  to  the  custom 
research  requirements  of  market  analysis  and  entry.  In  addition,  INPUT  has  recently 
completed  several  custom  studies  that  are  comparable  to  that  proposed  to  SNET. 
Appropriate  highlights  of  program  research  and  custom  studies  is  included  with  this 
letter  as  Appendix  A. 

1  will  act  as  project  manager  on  this  engagement  and  will  use  INPUT  senior  staff, 
including  Carl  Howk  and  Rich  Peterson,  to  complete  the  study.  Their  resumes  and 
those  of  other  INPUT  consultants  available  to  work  on  this  study  are  included  as 
Appendix  B. 

Again,  thank  you  for  the  opportunity  to  submit  this  proposal.  I  look  forward  to  our 
next  meeting  when  we  can  confirm  all  of  the  appropriate  details  of  this  important 
project. 


Very  truly  yours. 


Edward  1.  Metz 
Senior  Vice  President 


ElM/lcg 
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APPENDIX  A 
INPUT  RESEARCH  EXPERIENCE 


Formed  in  1974,  INPUT  has  become  a  leading  international  firm  in  market  research, 
planning  and  consulting.  Clients  include  over  100  of  the  world's  largest  and  most 
technically  advanced  companies.  INPUT  has  been  selected  by  the  Association  of 
Data  Processing  Service  Organizations,  Inc.  (ADAPSO),  for  the  fourth  consecutive 
year  to  publish  their  annual  report  of  the  computer  services  industry. 

CUSTOM  CONSULTING 

o  INPUT  was  selected  to  develop  a  business  strategy  for  a  major  corporation 
considering  a  diversification  into  the  computer  service  market: 

Conducted  market  study  to  assess  feasibility  of  client's  product 
concept. 

Helped  client  refine  product. 

Sized  market  and  conceptualized  alternate  growth  scenarios. 

Devised  multi-layered  business  plan  format. 

Met  with  key  headquarters  staff  to  explain  and  "sell"  concept. 

Plan  was  approved  and  funded  by  top  management  and  is  now  being 
implemented. 

o  INPUT  has  developed  a  business  plan  for  a  computer  services  subsidiary  of  a 
major  corporation.  The  work  entailed: 

Performing  market  research  and  analysis  on  current  products. 

Developing  and  testing  new  product  concepts. 

Directing  the  process  for  estimaing  resources  necessary  for  developing 
and  bringing  the  new  product  to  market. 

Advising  on  format  and  contents  of  new  a  product  business  plan. 

o  INPUT  recently  performed  a  market  study  and  analysis  for  a  major  turnkey 
systems  firm  planning  to  expand  their  product  line.  The  study  recommended 
against  planned  product  enhancement  becuase: 


INPUT 


Interna!  client  studies  had  overestimated  target  market  segment  size  by 
a  factor  of  1 0. 

Price  of  enhanced  product  would  have  been  substantially  higher  than 
industry  norm. 

Product  would  have  had  only  marginally  increased  functionality. 

INPUT  recently  performed  a  study  for  a  major  remote  computing  services  firm 
to  evaluate  software  systems  and  in-house  expertise  that  could  be  marketed 
profitably.  The  study  evaluated  potential  products  from  the  standpoint  of  the 
client's  ability  to  deliver  the  product  to  the  market.  The  study  developed 
recommendations  on  specific  software  systems  and  resulted  in  the 
determination  of  the  potential  for  such  offerings.  The  issues  included: 

Product  recommendations. 

Product  characteristics. 

Market  Size. 

Acceptance  of  a  new  entrant. 

Market  strategy. 

Pricing  considerations. 

INPUT  was  retained  to  assess  the  commercial  market  for  several  software 
products,  including  a  data  base  management  system,  a  CAD/CAM  system  and 
computerized  graphics  and  engineering  systems  for  a  Fortune  500  company. 
Market  potential  for  these  products  was  evaluated  by  the  following  criteria: 

Degree  of  value-added  to  products  by  the  client. 

Client's  unique  strengths. 

Relationship  to  corporate  strategies. 

Market  size. 

Competitive  assessment. 

In  1982,  INPUT  completed  a  forecast  of  the  software  market  potential, 
evaluating  whether  a  major  division  of  a  Fortune  100  company  should  enter  the 
software  business  and,  if  so,  in  what  manner.  First,  INPUT  analyzed  and 
reported  to  the  client  the  general  market  size,  trends  and  issues.  Secondly, 
INPUT  defined  the  specific  opportunities,  the  alternatives  for  entry  and  the 
risks  and  advantages  of  different  market  strategies. 


This  is  an  on-going  assignment,  witin  tine  next  step  being  a  plan  for 
entry  into  the  software  marl<et. 

0  Recently,  INPUT  determined  for  a  large  United  States  and  Canadian  company 
how  it  could  offer  software  services  in  both  countries  and  remain  competitive 
in  the  future.  This  study  identified: 

Needs  and  requirements  of  potential  customers. 

The  kinds  of  specific  software  products  needed  to  be  competitive. 

Options  open  to  the  client. 

Market  demand  assessment  for  related  software  products. 

NOTE:  While  the  specific  data  and  conclusions  reached  in  these  custom  studies  are 
proprietary  to  their  respective  clients,  the  general  knowledge  and  experience 
developed  during  study  execution  is  available  to  SNET.  INPUT  believes  that  its 
extensive  prior  experience  will  result  in  an  efficient,  high-yielding  study  for  SNET. 

SERVICES  TO  INFORMATION  INDUSTRY  VENDORS 

o         INPUT,   as  known  by  SNET,  offers  an  annual  subscription  program,  the 
Management  Planning  Program  for  the  Information  Services  Industry  (ISIP). 

The  ISIP  annual  report  will  be  reviewed  initially  to  determine  the  best 
potential  markets. 

o         Other  research  that  will  be  reviewed  from  ISIP  include: 

Market  Opprotunities  in  Newwork  Services 

Market  Trends  in  Professional  Services. 

Office  of  the  Future:  Opportunities  for  Service  Companies. 

Opportunities  in  Marketing  Applications  Software  Products. 

Opportunities  in  Marketing  Systems  Software  Products. 

COMPANY  ANALYSIS  AND  MONITORING  PROGRAM  (CAMP) 

o         INPUT  will  review  competition  in  each  of  the  potential  markets  identified. 

o  CAMP  is  a  basis  for  this  analysis  in  that  it  provides  accurate  and  timely 
information  on  computer  services  companies  in  the  United  States  and  Canada. 

o  Moreover,  the  reports  that  are  published  by  INPUT  are  backed  up  by  an 
extensive  library  of  documentation  product  literature  and  in-depth  analysis  of 
each  company  in  the  program. 


INPUT 


o  Annual  Reports,  lOK's,  8K's  and  l3D's  will  also  be  reviewed  from  those 
companies  filing  with  the  Securities  and  Exchange  Commission. 

SERVICES  FOR  COMPUTER  AND  COMMUNICATIONS  USERS 

o  INPUT  provides  subscribers  to  its  Information  Systems  Program  (ISP)  with  an 
annual  report  of  the  information  industry  for  each  of  ten  major  industry 
sectors.  This  report  will  be  used  in  our  research  to  determine  potential 
markets  for  SNET.  Topics  in  the  report  include: 

Analysis  of  major  issues  and  trends. 

EDP  budgets  and  growth  expectations. 

EDP  objectives,  plans  and  problems. 

Significant  computer  and  communications  vendor  activity. 

Analysis  of  major  issues  and  trends. 

o         Other  reports  from  this  program  that  will  be  used  in  our  research  include 
surveys  and  trends  and  specific  opportunities  for  application  software. 
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APPENDIX  B 


INPUT 
SENIOR  STAFF 
RESUMES 


INPUT 


DONALD  W.  FOSTLE 
PRINCIPAL  CONSULTANT 


CAPABILITIES 

o  Sixteen  years  of  experience  in  the  information  industry  include  nnarketing, 
research  and  planning  positions  in  computer  equipment,  computer  service  and 
broadcasting  firms. 

o  Extensive  research  and  planning  work  in  user  site  hardware  services  and  the 
information  needs  of  small  businesses. 

o         Mr.  Fostle  has  published  a  number  of  articles  on  the  history  of  technology. 

BACKGOUND 

o         Director  of  Information  Services  for  Automatic  Data  Processing,  Inc. 
EDUCATION 

B.Sc,  Northwestern  University. 

o  Graduate  work,  with  emphasis  on  research  methods  and  the  diffusion  of 
innovations  -  Michigan  State  University. 
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CARLETON  R.  HOWK 
SENIOR  CONSULTANT 


CAPABILITIES 

o         Fourteen  years  in  the  information  services  industry. 

o         Marketing,  sales  and  innplementation  of  major  engineering  software  systems, 
o         Marketing  and  sales  management  of  remote  computing  services. 

BACKGROUND 

o         INPUT  studies  directed  in  the  following  areas: 

Computer-aided  design,  engineering  and  manufacturing. 

Computer  usage  in  the  engineering,  design  and  construction  of  process 
plants. 

Software  valuation. 
OEM  disclosure  practices, 
o         Marketing  Vice  President,  Compeda  Inc. 

o         Sales  and  marketing  management  postions  within  the  INFONET  Division  of 
Computer  Sciences  Corporation. 

EDUCATION 

o         B.A.,  Hillsdale  College  (Michigan),  1964 
o         M.B.A.,  University  of  Virginia,  1970 
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EDWARD  1.  METZ 
SENIOR  VICE  PRESIDENT 


CAPABILITIES 

o         Twenty-five  years  in  the  computer  and  information  industry, 
o         Development  of  business  and  implementation  strategies. 

o  Research  and  analysis  involving  both  commercial  and  government  information 
systems  and  services. 

o  Specialist  in  the  computer  services  industry  including  product,  marketing,  and 
management  strategies. 

o         Analysis  of  companies  for  investment/acquisition  potential. 

BACKGROUND 

o         Senior  Vice  President,  INPUT,  Director  of  INPUT'S  East  Coast  activities. 

o  Director  of  Corporate  Development,  Automatic  Data  Processing  (ADP),  Inc. 
Responsibilities  included  acquisition  candidate  determination  and  assessment, 
market  research,  and  business  development  planning. 

o  Vice  President  and  Principal,  the  Cyphernetics  Corporation.  Responsibilities 
included  product  development,  implementation  strategies  and  organization, 
marketing  and  direct  sales  management,  and  corporate  planning. 

o  Manager  of  Equipment  Planning,  Ford  Motor  Company.  Responsible  for 
computer  hardware  and  equipment-related  activities,  including  vendor 
analysis,  selection,  and  project  management  for  communications  and  data 
processing  operations. 

o  Marketing  Manager,  Philco-P'ord,  large-scale  computer/communications 
systems  for  both  government  and  commercial  applications,  including  command 
and  control,  and  computer-assisted  instruction. 

EDUCATION 

o         B.S.  in  Electronic  Physics,  St.  Josephs  University  (Philadelphia),  1957 
o         Advanced  studies  at  University  of  Pennsylvania 
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THOMAS  O'FLAHERTY 
PRINCIPAL  CONSULTANT 

CAPABILITIES 

o         Twelve  years  in  data  processing  management. 

o         Management  consultant  in  data  processing  and  business  planning. 

o         Systems  analysis  design  of  large  computer  systems. 

o         Research  and  analysis  involving  use  of  information  processing  systems  and 
services. 

BACKGROUND 

o         INPUT  studies  directed  in  the  following  areas: 

Office  automation  and  persona!  computer. 

Computer  performance  measurement  and  capacity  planning. 

Insurance  data  processing  services. 

Information  services  product  development,  marketing  techniques  and 
business  practices. 

New  product  studies. 

Timesharing  and  information  centers. 

Design  and  feasibility  of  a  new  software  concept. 

o         Engagement  Manager  for  American  Practice  Management  consultants. 

o         Assistant  Commissioner  for  Information  Systems  in  New  York  State  Health 
Department. 

o         Deputy  director,  Information  Systems  for  the  New  York  City  Health  and 
Hospitals  Corporation. 

EDUCATION 

B.A.  with  honors  Colgate  University. 

Certificate  in  Data  Processing  (CDP),  Institute  for  the  Certification  of  Computer 
Professionals. 
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RICHARD  L.PETERSON 
SENIOR  CONSULTANT 


CAPABILITIES 

o         Implementation    of    information    technologies,    including    data  processing 
training. 

o         Management  of  business  planning  and  analysis  for  information  processing  services, 
o         Research  and  analysis  of  information  systems  and  services  utilization, 
o         Systems  analysis,  design,  and  development  of  applications  software. 

BACKGROUND 

o         Owner    and    principal    developer    of    software    applications    for  Peterson 
Associates. 

o         Vice    President    and    editorial    director    of    product    development  for 
Edutronics/McGraw-Hill. 

o         Director  of  research  and  development,  including  product  and  market  strategic 
planning  for  Gregg/McGraw-Hill. 

o         Research  analyst  of  government-sponsored  projects  for  Research  for  Better 
Schools. 

EDUCATION 

o         B.S.  in  Education,  Edinboro  (Pennsylvania),  1966 
o         M.S.  in  Psychology,  Penn  State,  1971 

o         Ph.D.  in  Computer  Science  and  Statistics,  Penn  State,  1974 
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SECTION  V 


ISO/ LOB  ORGANIZATION 

.  Separate  Organization  with  total  responsibility  for  providing  hardware, 

software  and  professional  services  in  an  unregulated 
environment 


ISO 


ORIS 


TECHNICAL 
SLPPORT 


IDP 




OPERATIONS 


APPLICATION 
DEVELOPf-ENT 


PLAfiCfiG 


s'/ 


rmKETiNG. 
ADM  S  SIPP 


"1 

LOB 


DEC 
VM 

INFO  CEfTTER  (EXTERNAL) 
HOTLM  (INTERNAL) 
^£TU'CRK 


.  PROFESSIO^JAL  SVCS 

-  DESIGN 

-  PCM 

-  CONSULT 

.  I^PLE^tr^  sotore 

PRODUCTS 


.  hRKT: 

LOCALLY  DEV.  SYSTEMS 
f-£Vl  DEV.  EFFORTS 
TIMESHARE  FACILHY 
VEirn'RES/ROYALHES 
.  ADM  S  SUPP 
CaiTPACT 
BILLITiG 
FPJCIiNG 
TRALmG 


TSQ  LOB  -  ORGANIZATIONAL  SUPPORT 


TH:  ISO  LOB  GROIP  CAN  POSITION  HSELF  TO  INTERFACE  l-iim  mD  SUPPORT  CRaPS 
INTERNAL  Am  EXTERNAL  TO  THE  ORGANIZATION.  SOfiE  OF  THE  FUNCTIONS/ RELATIO^JSHIPS 
\4mm  THE  CORPORATION  ARE  DETAILED  AS  FOLLQJS: 

-  IMTER^JAL  SNET  ENVIRO^J-E^T 

.    CUSTOMIZED  EDP  SOFTWARE.  ASSOCIATED  PROFESSIONAL  SERVICES  AND  RELATED 
HARDWARE  SUPPORT  TO  BE  OFFERED  TO: 

-  SNET  INTEREXCHANGE  CUSTOMERS  (UNREGULATED  WORK  EFFORTS) 

-  UNREGULATED  LOB  GROUPS 

.    MARKET  SNET  EDP  SYSTEMS  ON  A  ROYALTY  BASIS 

.    PROVIDE  TIMESHARE  FACILITY  TO  SNET  VIA  DEC  &  POTENTIALLY  IBM  HARDWARE 
.    ISO  OPERATIONS  TO  PROVIDE  SPACE  AND  OPERATIONAL  SUPPORT 


-  EXTER^L  EfVIRa-r,ErTT 

.    PROCESSING  SERVICES,  SOFTWARE  PRODUCTS  AND  PROFESSIONAL  SERVICES  TO  THE 
CONNECTICUT    MARKET  PLACE. 


SECTION  VI 


INITIAL  SERVICE  OFFERING 

THE  RECOMhtNUED  /^PRCACH  IN  INTRODUCING  AN  EDP  SERVICE  BUREAU 
COrCEPT  WOULD  BE  A  PHASED  LmODUCTION  OF  PRODUCTS  TO  SELECTED  MARKET 
SEGf€NTS.   Oj'RRENT  TECHNaOGY.  QUALCTY  SERVICE  AND  SLPPORTIVE 
DOOJIENTATION  AfO  TRAINI^JG  miERIALS  ARE  THE  KEY  TO  ^ES  SUCCESS.  A 
POTEriTIAL  XENARIO  OF  INHIAL  SERVICE  OFFERINGS  IS  AS  FaLCWS: 


SERVICE  BUREAU  FUNCTION 


DELIVERY  VEHICLE       TARGET  r4^RKET 


PRXESSING  SERVICES 
.   REMOTE  COf  PL/TIWG 

.  BATCH 


DEC  HARDl^RE 
IBM  HAR^iARE 


S^JET.  LOB.  CATV 
CATV,  UTILCTIES 


^CFWmE  PRCDIXTS 


cms,  LMS 


profess™l  SER\/ICES 


SNET/AUXCO 
SNET 


INDEPErJDEfH  TELCO' 


SNET  LOB.  ATTIX, 
D\TV 


THIS  TYPE  OF  /^PRCACH  ALLOY'S  FOR  A  SELECTIVE  ENTRY  INTO  THE 
MARKET  PLACE  WITH  LITTLE  RISK  ATJD  BASE  OF  Ef^RY/EXH. 


STAFFING 


THE  INHIAL  VIEW  ON  STAFFING  REQUIRE^t^JTS  TO  SUPPORT  A  BASIC 
OFFERING  AND  EXPANSION  IS  AS  FaLOvS: 

1S83  -  25 
198M  -  50 
1985   -  75 

STAFFING  WOULD  BE  ACCaRISHED  VIA  TRANSFER  OF  FUNCTION/ PEOPLE 
FROM  ISO  TO  ISO-LOB,  UTILIZATION  OF  THE  POSITION  VACANCY  ROTTINE  AND 
SELECTIVE  EXTERmL  HIRING. 

TTES  APPRCACH  ALLOWS  US  TO  GRaJ  WCTH  Tl^E  EXTERNAL  MAPXET  DEM^rC 
AND  STAFF  ACCCRDI^JGLY. 
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OVERVIEW    OF    THE    CABLE  MARKET 


NEW  ENGLAND 


Connecticut 


Vermont 


-  19  SYSTEMS 

-  ^40K  SUBSCRIBERS 

-  40%  PENETRATION 


-  43  SYSTEMS 

-  80K  SUBSCRIBERS 


-     427o  PENETRATION 


Rhode  Island 


New  Hampshire 


1  system 
5k  subscribers 
-  1.5%  penetration 


-  40  SYSTEMS 

-  130K  SUBSCRIBERS 


-     38%  PENETRATION 


FIassachusetts 


Maine 


-  42  systems 

-  400K  subscribers 


-  35  systems 

-  140K  subscribers 


-     20%  PENETRATION 


34%  PENETRATION 


TRI  -STATE 


•  Connecticut 

-  19  SYSTEMS 

-  subscribers 

-  ^0%  penetration 

•   New  York 

-  185  -SYSTEMS 

-  1.8M  SUBSCRIBERS 

-  28%  PENETRATION 


•   New  Jersey 

-  53  systems  . 

-  870K  subscribers 

-  33%  PENETRATION 


REGIONAL  -  NATIONAL 


•  New  England 

-  180  SYSTEMS 

-  1.2M  SUBSCRIBERS 

-  277o  PENETRATION 

•  Northeast  (NE,  NY.  NJ) 

-  418  SYSTEMS 

-  3.9M  SUBSCRIBERS 

-  29%  PENETRATION 


•  National 

-   -     5.,000  SYSTEMS 

-  31. IM  SUBSCRIBERS 

-  37%  PENETRATION 


AVERAGE    SYSTEM  SIZE 


SYSTEMS  SUBS  PER  SYSTEM  PENETRATION 


Systems  Surveyed  10  37. 8K  5^1% 

Total   CT  19  23.1  ^10 

Other   NE  161  4.7  28 

NY  185  _      9.7  28 

NJ  53  15.4  33 

Total     NE  180  6.7  27 

North  East  418  9.3  29 

National  5,000  6.2  37 
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THE    ROLE    OF  NSO's 


•  50  COMPANIES  ACCOUNT  FOR  18M  SUBS  (3/31/82) 

•  Of  the  country's  10  largest  MSO's,  5  own  systems  or  are 
headquartered  in  connecticut^  and  were  included  in  the 

SURVEY. 

t      Their  figures  for  number  of  systems  owned  (12/31/81) 

AND  TOTAL  SUBSCRIBERS   (3/31/82)  : 


Westinghouse  (Group  W)  ■ 

-   115  - 

-  L652K 

Cox  Cable 

-     52  - 

-  L132 

Storer 

-   129  - 

920 

Times  Mirror 

-     5/  - 

676 

Rogers  -  UA 

-     21  - 

589 

FACTS    AND  TRENDS 


National  penetration  projected  at  50%  in  2  years^ 

OR  ^2  MILLION  subscribers 

Average  monthly  charge  for  service  is  $17;  highest 
$A5. 

28  -  35%  OF  CUSTOMERS  disconnect  all  OR  part  OF  their 
services  each  year 

Big  cities  account  for  80%  of  the  potential  market 

YET  TO  BE  wired 

But  political  problems  have  caused  many  cable  com- 
panies TO  shun  big  cities  in  favor  of  stringing 
together  many  smaller  systems  in  suburbs  and  rural 
areas 


STRUCTURE    OF    A  TYPICAL 
CABLE    BILLING  SYSTEM 


ACCOUNTING 
REPORTS 


MARKETING 
REPORTS 


MANAGEMENT 
REPORTS 


WORK 
ORDERS 


iLLiNG  Service 

INSTALLS  SYSTEM 
PROVIDES  HARDWARE^  SOFTWARE 
MAINTAINS  DATA  BASE 
PROGRAMS  CHANGES  TO  SYSTEM 
PRINTS  BILLS 


Cable  Company 

-  enters  data 

-  runs  update  programs 

-  does  on-line  inquiries 

-  produces  reports 

-  mails  bills 


SUMMARY    OF  FINDINGS 


GENERAL  POINTS 


•  Cable  Data  dominates  market 

-  5  CD  users 

-  2  Handley  Walker  users 

-  2  IN-HOUSE  (corporate  MSO)  users 

•  Consistent  with  CD's  "over  60%"  of 
national  market 


Most  companies  owned  by  an  MSO  - 
vendor  handed  down  from  parent 


decision  on 


CAPABILITIES  -  MODE    OF  OPERATION 


I     On-line  inquiry  and  entry 

•  Batch  or  tape  updates 

•  CD  supports  Tandem  for  in-house  CPU  -  twice 
monthly  tape  to  cd^  they  send  back  a  tape  to 
update  ledgers 

•  Also,  intelligent  terminals  for  menu-driven 

ENTRYv  reporting 

t     Some  do  entirely  in-house,  CD  only  prints  bills 


f 


CAPABILITIES  -DATA    AND  REPORTS 


•  Service  calls,  upgrades,  downgrades 

•  General  ledger,  accounts  payable,  payroll 

•  Inventory  -  interface  with  addressable  software 
TO  track  converters 

f    WIP,  aging  of  receivables,  mid-  and  end-month 

reports,  by  STREET,   BAD  DEBT  REPORTS 

•  Tandem  users  have  TBOL  for  doing  own  customized 
reporting,  on  own  disk  -  more  expensive  to  program 
on-line  with  CD's  files 

•  BASIC  ALSO  used  for  custom  reporting 


USER  SATISFACTION 


-  WHAT  DO  USERS  WANT 


Ability  to  perform  custom  reporting 
Easier  coding  of  combination  service  packages 
More  inventory^  payroll  interface 
Financial  modeling^  reporting  software 
Cycle  billing 

(HW  user  wants  it,  CD  offers  it) 
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USER    ATTITUDES  -  PRESENT  OFFERINGS 


•  CD  USERS  OFTEN  THINK  THEY'rE  STUCK  ("ONLY  GAME 
IN  town") 

•  Some  movement 

ONE  CD  user  "looking  around" 

ONE  CD  user's  FELLOW  fISO  SUBSIDIARY 
MOVING  TO  HVI 

•  Not  MANY  USERS  GET  SALES  CALLS  FROM  VENDOR  (sOME 
WOULD  BE  HANDLED  ONLY  AT  CORPORATE  LEVEL) 


Willing  to  listen 


USER    ATTITUDES  -"POTENTIAL  SUPPLIERS 


•  Mostly  reluctant  to  go  in-house 

•  See  a  need  for  specialized  industry  knowledge  on 
vendor's  part 

•  Mostly  receptive  to  utilities  -  appreciate  value 
of  in-place  billing  system,  experience 

•  "We  don't  want  to  put  anybody  in  business" 

•  Two  opposed  responses: 

-  Data  service  business  for  cable  in  "stone 
age"j    need  much  more  flexible  billing, 
reporting  capabilities  (HW  user) 

-  Nothing  complicated  about  the  business, 

WHY  REINVENT  THE  WHEEL,  JUST  WANT  GOOD 
service  at  REASONABLE  COST     (CD  USER) 


POTENTIAL    CABLE    BILLING  MARKET 


Two  RESPONSES  TO  COST  QUESTION: 

$  .25/sub/month  (HW)  and  $  .33/sub/month  (CD) 

COSTS  INCLUDE  HARDWARE,  SOFTWARE,  VENDOR'S 
SERVICES   (except  SPECIAL  PROGRAMS) 

COSTS  EXCLUDE  POSTAGE  AND  CABLE  COMPANY 
PERSONNEL 

Present  national  market  (31.1M  subs): 
$90M  -  $125M 

Potential  market  in  1985  (42M  subs): 
$125M  -  $165F1 


RECOMMENDAT  IONS 


SNETCO.   SHOULD  PURSUE  CABLE  BILLING  AS  A  POSSIBLE 
BUSINESS  OPPORTUNITY: 

-  LARGE^   GROWING  MARKET 

-  ROOM  FOR  COMPETITION 

-  PROBLEMS  ARE  SIMILAR  TO  THOSE  PRESENTED  BY 
TELEPHONE  BILLING 

-  SNETCo.    IS  LIKELY  TO  BE  VIEWED  FAVORABLY  BY  • 

cable  companies 
The  next  steps: 

-  extend  survey  to  other  GEOGRAPHICAL  AREAS  OR 
TO  HEADQUARTERS  OF  LARGEST  FISO'S 

-  DEVELOP  A  DETAILED  SYSTEM  SPEC  FOR  A  PROTOTYPE 
OFFERING 

-  USE  A  LOCAL  COMPANY   (PREFERABLY  A  UNIT  OF  AN 
MSO)  AS  AN  ALPHA  TEST  SITE  FOR  A  SNETCo.  SYSTEM 


INPUT  CONTACT  REPORT 

STATE:  C-  <?^l^^  ><N  .  DA 


INPUT  STAFF: 

(iNiT.)^P,  ew 

REASON: 

□  SALES 

n  INTERVIEW 

□  PRESENTA- 

TION 

□  HOTLINE 

□  SUPPORT 

!^nTH/°/f//c^t^ 

RELATING  TO: 

□  ISIP    □  FSP 

n  campDotm 

□  ISP     □  IMP 

□  CAEM 
W\  CUSTOM 

□  OTHER 

in  KrA/r 

NAME:    .  )  C*?.  V — ,^\■<r^^^ 

TITI  F: 

(INIT.)  EV\ 

I — 1 

U  PHONE 
H  VISIT 
CONTACT  DATE: 

PHONE  (;>c>3)  ^-?l-^aoO 

EH  MAIL  LIST    (Check  all  that  apply)   H  Client    □  Prospect    □  Press    □  Key  Contact    □  Decision  Mak 

Br    n  Product  User 

DISCUSSION: 

We»rV^  w-'\}v^             b'T  "^C^  cbs,-vf*\oy>  SyC-^r.^-^^  C  C.sr  •A«><-^J^)'Wc^;.  we>v\^ 

BUSINESS  DEVELOPMENT  PO 

TFNTIAI  • 

□  EXTRA  PAGE(S)  ATTACHED 

ACTION  DIST 

TIME 
RFOUIRED 

DESCRIBE  ACTION  OR  FOLLOW-UP 

BY  WHEN 

DONE 

INFO  DIST 

WHITE  •  DIST     GREEN  •  EXEC.;  PROG.  MGR'S.;     YELLOW  •CONTACT     PINK  •  TERR.  SALES  MGR. 

P.A.  LIBRARY 


GOLDENROD  •  ORIGINATOR 
R  1/81 


INPUT  CONTACT  REPORT 

STATE:  DATE  WRITTEN:  H  /IH  /^3> 


COMPANY: 

NAME:  

TITLE:  


ADDRESS: 


PHONE  ( 


INPUT  STAFF: 
(INITl^nCU 


(INlT.)-2i^  

□  PHONE 
0  VISIT 

CONTACT  DATE: 


REASON: 

□  SALES 
INTERVIEW 
PRESENTA- 
TION 

□  HOTLINE 
n  SUPPORT 

□  OTH:  


RELATING  TO: 

□  ISIP    □  FSP 

n  campDotm 

D  ISP     D  IMP 

□  CAEM 

□  CUSTOM 

□  OTHER 

ID  


mi  MAIL  LIST    (Check  all  that  apply)    □  Client    □  Prospect    D  Press    □  Key  Contact     □  Decision  Maker    □  Product  User 


DISCUSSION 


4.    ^cs^ia-^Vs^^\-^^Ov^-X-e>^^^.  "Y  ^fs^.  P^r.x 


3^ 


BUSINESS  DEVELOPMENT  POTENTIAL: 


'^.EXTRA  PAGE(S)  ATTACHED 


ACTION  DIST 

TIME 
RFOIJIRFD 

DESCRIBE  ACTION  OR  FOLLOW-UP 

BY  WHEN 

DONE 

INFO  DIST 

WHITE  "DIST     GREEN  •  EXEC:  PROG.  MGR'S.;     YELLOW  •CONTACT     PINK  •  TER  R.  SALES  M  GR.       GOLDENROD  •ORIGINATOR 


INPUT  CONTACT  REPORT 

STATE:  DATE  WRITTEN:  H  /  H  /^T^ 


COMPANY 

NAME:  

TITLE:  


ADDRESS: 


PHONE  (  ) 


INPUT  STAFF: 
(INIT)^^jCA 

(INIT.)-^  

□  PHONE 
KI  VISIT 
CONTACT  DATE: 


REASON: 

□  SALES 

INTERVIEW 

n  PRESENTA- 
TION 

D  HOTLINE 

□  SUPPORT 

□  OTH:  


RELATING  TO: 

□  ISIP    □  FSP 

n  campDotm 

□  ISP     □  IMP 

□  CAEM 

□  CUSTOM 

□  OTHER 

ID  


n  MAIL  LIST    (Check  all  that  apply)    D  Client    □  Prospect    □  Press     □  Key  Contact    □  Decision  Maker    D  Product  User 


DISCUSSION: 


g:,Mi>V^.eg-«-»-C.-<"> 
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Sty 


BUSINESS  DEVELOPMENT  POTENTIAL: 


D  EXTRA  PAGE(S)  ATTACHED 


ACTION  DIST 

TIME 
RFOUIRED 

DESCRIBE  ACTION  OR  FOLLOW-UP 

BYWHEN 

DONE 

INFO  DIST 

WHITE  •  DIST 


GREEN  •  EXEC;  PROG.  MGR'S.; 
P.A.  LIBRARY 


YELLOW  'CONTACT     PINK  •  TERR.  SALES  M  GR. 


GOLDENROD  •  ORIGINATOR 
R  1/81 


* 

-■  —if' 


INPUT 


PARK  80  PLAZA  WEST-1 ,  SADDLE  BROOK,  NEW  JERSEY  07662 


(201)  368-9471 


April  26,  1983 


Mr.  John  Cassulo 
District  Staff  Manager 
Information  Systems  Organization 
Southern  New  England  Telephone 
300  George  Street 
New  Haven,  CT  06506 

Dear  Mr.  Cassulo: 

Ross  Miller  and  Joe  Cline  join  INPUT  in  thanking  you  for  the  time  that  you  spent 
with  us  recently  discussing  ISO's  possible  LOB  in  the  computer  service  bureau  market. 
We  appreciate  your  participation  and  cooperation  and  feel  that  the  information 
provided  will  be  of  benefit  to  SNET. 

If  needed,  we  hope  we  can  call  upon  you  again.  Thanks  for  your  valuable  time. 


Carleton  R.  Howk 
Senior  Consultant 


Richard  L.  Peterson 
Senior  Consultant 


CRH/RLP:lcg 
Enclosure 


4/27/83 


INPUT 


Interview  Schedule 


8:30  A.M.                            9v.»iB**-'V  Spry  8th  Floor  -  300  George  St. 

10:00  A.M.                       "a.  W'^\^^^>^B>.  Kobernusz  lOth  Floor   (1015)   -  227  Church  St 

1:00  P.M.                               S^'^Of^i^,  Wollensack  13th  Floor    (1303)   -  227  Church  St 

2:30  P.M.  Haesche  7th  Floor  -  300  George  St. 

II  MiiiMi'H  TTi  rriii  I  \ ; 


3:30  P.M.  iteMBB[iS^S!^ner  \5th  Floor  -  300  George  St. 


VSla.-  


JC/jm 


<i>\fV' 

^  VAX 


^^^^^  / 


^^y;^M.C<^ <  yf^^^^^:  OyA^^^  ^^^--^-^  O^^y^^i^-^.sJ^^ 


N^^  ^V.^  S<  


 .        t>D  /_   s:  . 


i 


/  -  / 


PARK  80  PLAZA  WEST-1,  SADDLE  BROOK,  NEW  JERSEY  07662  (201)368-9471 
CARLETON  R.  HOWK 

Senior  Consultant 


INPUT 

>  (201)368 


q:oo  joe  C^'""^ 
/Si//  /^^^^ 

/:0o  XW/^/^^'^^^--'^^*^'^^^'^'-^ 

a 


jA/fr   <//2^/f3  INPUT 

PARK  80  PLAZA  WEST-1 ,  SADDLE  BROOK,  NEW  JERSEY  07662      (201)  368-9471 


CARLETON  R.  HOWK 

Senior  Consultant 


V^J^^  ^^^v.  z?^-.  C-y- 


SECTION  I 
SERVICE  BUREAU  EKVM)N[-eiT 


PROCESSIN'G  SERVICES 

.    Rh^lOTE  CQWING  SERVICE 

-  INTERACTIVE 

-  REMOTE  BATCH 

-  DATA  BASE 

-  VIDEOTEXT 

-  OFFICE  SYSTEMS 

.    BATCH  SERVICES 

.    FACILHIES  rV\r^GEI^MT 

SOFTU'ARE  PRCDUCTS 

.    APPLICATION  PRCDUCTS 

-  CROSS  INDUSTRY 

-  INDUSTRY-SPECIALIZED  PRODUCTS 

.    SYSTEMS  PRODUCTS 

-  SYSTEMS  OPERATIONS 

-  SYSTEMS  UTILIZATION 

-  SYSTEMS  IMPLEMENTATION 

PRCFESSIQ'-IAL  SERVICES 
.  CONSULTIN'G 

.    SYSTBiS  DESIGN/CUSTOM  PROGRAj'-TtD-JG 
.  EDUCATION/TRAINING 


INTEGRATE}  SYSTEMS 

.    Ii^ECB\nON  OF  SYSTEMS  AID  /^PLICATIONS  SCFTVJARE  mH  HARDWARE. 
PACKAGED  AS  A  SI^JGLE  ENTITY 


1 


»  « 


SFCnON  II 
TSn/lOB  APPROACH 


ESTABLISH  SmLL  ISO/ LOB  TASK  FORCE 

IDENTIFICAnOM/UTILIZAnON  OF  CUTSJDE  EXPERTISE 

.  REAL  DECISION  CORP.  '  . 

.  If-Firr,  IDC 

.  BM 

.  INFORTOON  SYSTEMS  ^V\RKETING 

■ .  NUr-tROUS  PUBLICATIONS 

.  SERVICE  BUREAUS 

UTILIZATION  OF  CORPORATE  RESCURCES 
.   BUSIfCSS  RESEARCH 
.   CORPORATE  PLANNIf^G 

DICUSSIOI^  WTTH  LOB  GROJPS 
DEVELOP^ENT  OF  A  BUS^ESS  PLAN  OUTLBE 

DEVELORiENT  OF  A  mKU  RESE/^CH  APPROACH  &  LOB  STRATICY  UHLIZI^jG 
.  INPUT/DC/ADL 
.  ISM 
.  SNET 

REVIB^^  WHH  ISO  DISTTilCT,  DIVISION  mNACER  &  V.P. 
REVIEW  WHH  m^^GE^tNT  COMITTTEE 
STRUCTURE/STAFF  FOR  3083  PHASED  IMTRODUCHON 


SEcnoN  ni 


ISO  LINE  OF  BU$]}^E$S 


DIRECTION 


TO  EST/^LBH  A  FULL  SC^LE  U-iREGULATED 
SERVICE  BUREAU  ENVIROM-ENT  UHICH  l-ffl-L  PR0V33E 
THE  NECESSM  EDP  HARDl-iARE  Af^  S0FT\«  FACILinES 
TO  SUPPORT  THE  "TOTAL  I]\'FCH-m0N  NEEDS"  OF  OUR 
m<n  SEGfOTS. 


SIZE 


ISC  LOB  PGSmONIMG 


.   SIGNIFICANT  FACTOR  Jl^  THE  mKU  PLACE  . 

.   KTGRATION  TDW/W  A  100^  MILLION  OPERATIO^i  DURING  Ti£  80' s 

PRIMARY  FOCUS  '  T/^GET  mm 


PROCESSING  SERVICES 
-  REMOTE  COMPUTING 


SOFTWARE  PRODUCTS 

-  INDUSTRY  SPECIALIZED 
PROFESSIONAL  SERVICES 


.  CO^TUNICATIONS  UOJSTRY 
.  OTHER  IMIUSTRIES  . 

-  BANKING 

•  -  INSURANCE 

-  DATA  PROCESSING 
(PENDING  RESEARCH) 


GOALS 


.  PHASED  IlNTRODUCnON 

.  PROVIDE  CURREf^  TECHNOLOGY 

.  EFFECIENCY  -  LOW  COST  PROVIDER 

.  INNOVATION  AND  GROWTH 

.  PROFHABILITT 

SERVICE  PROVISIONirJG 

.   NATIOrim}E  ACCESS  &  aiEMT  SUPPORT 
.   REGIONAL  OFFICES/AFFILIATES 
.   GRa/TH  VIA 

-  DIRECT  MARKETING 

-  JOINT  VENTURES 

-  MARKETING  AGENTS 

-  ACQUISITION 


LEVERAGE  STRENGTH 


WITHIN  ISO 
WHHIN  CORPORATION 


STR^GTHS 

WITtilN  ISO 

.   APPLICATION  DEVELOPfiEWT  SKILLS 

-  BILLING  -  ORDER  ENTRY.  ACCOO^TS.  CASH,  f-tASURED  P^™G. 

CCLLECTIO^iS.  HJVEITTORY,  REPORTING,  BILLS 

-  ^m<ETI^-IG  BFCRmTION  SYSTQ^iS.  RATE  CASE  PREPARATION 

-  PERSa^NEL,  PENSIONS      '  "  ■ 

-  DE\£LOPMEr\[T  OF  LARGE  SYSTETiS 

-  mB^'EMTATION  OF  PACKAGES 

.   TECHNICAL  EXPERHSE 

-  DATA  BASE,  TP,  SOFTW/^E  DEVELOR-iEKT  PLNiHm 

-  OPERATIOr^,  SCHEDULPnC,  SYSTQ-1  SOn\mE  &  HARDWA,RE 

-  FACILITIES  MANAGEMENT,  OFFICE  SYSTEMS.  PC 

.  HARDWARE/SOFTWARE 

-  GENERAL  PURPOSE  (IBM  3053/3081  MVS) 

'  .    STORAGE.  TP,  PR0CESSI>JG.  PRINTI^JG 

.   LEADING  EDGE,  PRICE  ADVAiNTAGE 
.   SIGNFICANT  SOFT\-iARE 

-  IN-HOUSE  TIMESH/^E  (DECIO/TOPSIO) 

.   IP,  PROCESSING 

.   SIGNIFICANT  SOFTViARE 

.  OPERATia^ 

-  LARGE  PHYSICAL  PLANT 

-  B^O<UP  &  SEQJPITY 

-  EXPERIB^CE  Wrm  BATCH  S  INTERACHVE  ENVIRa^MEI^^■ 

-  DEAL  WITH  imOE  VOLUMES 

-  TPCC         .  .  . 

.    CURRE^^T  DATA  BASES 

.    LOCALLY  DEVELOPED  SYSTEMS 

.    POTENTIAL  FOR  OJICK  EiWY  MO  TT^E  SERVICE  BUREAU  BWIRa^r^hFT 


STCNGTHS 

urmiN  CORP  '  ■  ■ 

.  SONECOR  POSrnOITO/EXPERIENCE 

.  CORPORATE  LOB  STRATEGIES 

.  FINAiMCI^JG 

.  DATA  BASES 

.  NETWORK  POTEI^IAL 

.  EXPERTISE  mm  THE  CONN.  EhJVIR0ri-1ENT 

.  PROXMTY  OF  FORTmE  500  ORGAf^IZATIO,^ 

.  CONTRACTS  l>iITHIM  TFIE  KiANUFACTURING,  TECWni'OLOGY.  ...  MSTRIES 


OONCERfJS 

t 
% 

LACK  OF  A  CUSTOMER  BASE 
mRKETir^  SKILLS 

TRACK  RECORD  OF  ENTREPENEURIAL  SPIRIT 
NETWORK  FACILHIES 
CORPORATE  LOB  STRATEGY 
Ca^PETinVE  REACnON 

MIS  LENGTH  RELAHONSHIP  lOTH  REGULATED  ENTHY 
CO^PETITIVE  GRO/TH  VIA  ACQUISITION  WTmiN  THE  INDUSTRY 
STAFFING 

TEChiNICAL  CO^iSIDERA^ONS 

-  INTEGRATED  APPROACH 

-  W/aiS.  CHARGEBACK,  BILLING  SYSTETiS 

-  INFORmiim  SYSTEMS  PRODUCTS 

-  TRAINING/SUPPORT 


SNET  SERVICE  BUREAU  ENVIROM€KT 


PROCESSPJG  SERVICES 

.    REMOTE  CQ^-HJTIN'G  SERVICE     ■  ■ 

-  INTERACTIVE 

-  REMOTE  BATCH 

-  DATA  BASE 

-  VIDEOTEXT 

-  OFFICE  SYSTEMS 

.   BATCH  SERVICES 
SOrW-mE  PRCDUCTS 

.   APPLICATim  PRODUCTS 

-  in-dustky-specialized  products 
PROEESSIOMAL  SERVICES 

.  CONSULTIN'G 

.   SYSTEMS  DESIGN/ CUSTOM  PROGRAM^IG 
..   EDUCATION/TRAI>JING  (LIMITED) 
MIGRATED  SYSTEMS 

.   PERSONAL  Ca-PLJTERS 
.   OFFICE  SYSTB-IS 


i 


I. 


PRXESSING  SERVICES 


INFQRfiATIClJ  Pf^[X:ESSINC  FACILITY 


D 

[} 
S 
E- 


CRT/TTY 

PERSONAL  COMPUTER 
RJE  STATION 


INTERACTIVE 


R 
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DECISION  SUPPORT 
SYSTEM 

BATCH. 
PROCESSING 

DATA 
BASES 

OFFICE 
SYSTEM 

DEVELOPMENT 
CENTER 

VIDEOTEXT 

gjTPiJT  FACILIIY 

.  PRINTED  OUTPUT 

.  MICROFICHE 

^     .  TAPE 

.  CRT/HY 

.  PC/RJE 


mD,W£  FACILCTY^ 

-  LEVERAGE  EXISTING  DEC  10/20  ENVIRONMENT 

-  MIGRATE  TOWARDS  AN  IBM  3033/M300  VM  ENVIRONMENT  BASED  ON  EXTERNAL  DEMAND 

-  UTILIZE  EXISTING  REGULATED  MVS  FACILITY  TO  SUPPORT  INITIAL  BATCH  AND  DEVELOPMENT  CENTER  NEEDS 

-  MIGRATE  TOWARDS  AND  IBfi  3033  MVS/TSO  ENVIRONMENT  BASED  ON  EXTERNAL  DEMAND 


DIRECTION 


-  USER  FRIENDLY  INTERACTIVE  ENVIRONMENT 

-  AVOIDANCE  OF  LABOR  INTENSIVE  ENVIRONMENT 

-  MIGRATION  TOWARDS  IBM  HARDWARE  ENVIRONMENT 

-  PROVIDE  FOR  AN  INTEGRATED  "END  TO  END"  INFORMATION  PROCESSING  FACILITY 


PROCESSIN'G  SERVICES 


DECISION  SLPPORT  SYSTEM  (O  EDP  PROFESSiaJAL) 

-  DATA  QUERY  AND  ANALYSIS 

-  REPORT  FORMATTING 

-  GRAPHICS 

-  STATISTICS 

-  FINANCIAL  PLANNING 

-  PROJECT  MANAGEMENT 

-  TEXT  PROCESSING 

-  LANGUAGES 

DEVELOPMENT  CE^fTER  (EDP  PROFESSIONAL ) 

-  TSO 

-  CMS 

-  ISPF 

-  APPLICATION  GENERATIONS 

-  LANGUAGES 

-  IMS.  CICS 

DATA  BASES  (BUSINESS  CatUNHY) 

-  EXTERNAL 

.    BIBLIOGRAPHIC  (OVER  800)  . 

-  TEXTUAL 

-  PUBLISHED  DOCUMENTS 
.    STATISTICAL  (OVER  TO) 

-  FINANCIAL 

-  U.S.  ECONOMIC  INDICATORS 

-  DEMOGRAPHIC,  CENSUS 

-  MARKETING 

-  INTERNAL 

.    BNA.  LNA,  SAG  ... 

-  FACILITY  FOR  3RD  PARTY  DATA  BASES 


PROCESSING  SERVICES 


OFFICE  SYSTB-TS  (CLERICAL  management) 

-  VOICE  STORE  AND  FORWARD 

-  SCHEDULING 

-  MAIL 

-  DOCUMENT  PREPARATION 

VIDEOTE)Cr  (BUSINESS  caturiUY) 

-  GATEWAY  TO  DATA  BASES 

-  ORDER  ENTRY 

-  CREDIT  AUTHORIZATION 

-  TIMETABLES  AND  SCHEDULES 

-  PRODUCT  INFORMATION  AT  RETAIL  OUTLETS 

-  CATALOG  LISTINGS  AND  SALES  MANUAL 

-  ELECTRONIC  MAIL 

-  NEWS.  WEATHER,  TRAVEL,  HOTEL  INFORMATION 

BATCH  PROCESSING  (BUSINESS  Cam^ITY) 

-  LOCAL  PROCESSING 
...  BILLING 

.  INVENTORY 

.    INFORMATION  SYSTEMS 


S(FJ\mL  PRCOUCTS 

APPLICATION  PRCDUCTS 


-    INDUSTRY-SPECIALIZED  PRODUCTS  (COMMUNICATION  INDUSTRY) 
.    MARKET  EXISTING  SOFTWARE  PRODUCTS 

-  lOO  .LOCALLY  DEVELOPED  SYSTEMS 

ACCOUNTS  PROCESSING  ' 
MESSAGE  PROCESSING 

BILLING  &  ACCOUNTS  RECEIVABLE       .  • 
DIRECTORY 

REVENUE  REQUIREMENTS  SUPPORT 
BUSINES  OFFICE  SYSTEMS 
MARKETING  SUPPORT 
PAYROLL  AND  PERSONNEL 
ADMINISTRATION  AND  TREASURY 
NETWORK  -  ■ 

PROPERTY  AND  COST 

DEVELOPMENT  OF  NEW  SOFTWARE  PRODUCTS 

-  CATV,  OCC,  ATT,  CSO,  INDEPENDENT  TELCO'S  ETC 

APPLICATIONS 


1 


•  « 


PROFESSIONAL  SERVICES 

CONSULTING  (communications  industry  +) 
SYSTEMS  DESIGN'/ CUSTQ-I  PROGRArtlDNlG 
TRA]>JING  (SUPPORT  function) 


USE  OF  INTERACnVt  FAdLITY 

PRODUCT  TRAINING 

SOFTWyiRE  y^PLICATiaJ  TRAINING 


Ij-^TEGRATED  SYSTDiS 


MEGRATED  SYSTEMS  (TURNKEY) 

-    PROVIDE  FOR  THE  INHTEGRATION  OF  SYSTEMS  AND  APPLICATIONS  SOFTWARE 
WITH  HARDWARE.  PACKAGED  AS  A  SINGLE  ENTITY. 

-  PERSONAL  COriPuTER  • 

-  OFFICE  SYSTEMS 

-  DECISION  SUPPORT  SYSTEMS 


ISO  LOB  -  SERVICE  PROVISIONING      .  . 

% 

% 

WERWl  Sf^ET  ENv/IRONMENT 

.    CUSTOfllZED  EDP  SOFTWARE.  ASSOCIATED  PROFESSIONAL  SERVICES  AND  RELATED 
HARDWARE  SUPPORT  FOR: 

-  UNREGULATED  LOB  GROUPS 

.    DIRECTORY.  CELLULAR,  OCC,  SONECOR  SYSTEMS  ... 

-  SNET  INTEREXCHANGE  CUSTOMERS 

CUSTOMIZED  REPORTING,  BILLING  ETC.  REQUIREMENTS  FOR  CONN. 
AND  OTHER  CUSTOMERS  OF  ATTIX,  MCI  ETC. 

-  UNREGULATED  WORK  EFFORTS 

.    MARKET  SNET  EDP  SYSTEMS  ON  A  ROYALTY  BASIS 

-  100^  LOCALLY  DEVELOPED  SYSTEMS 

.    PROVIDE  TIMESHARE  FACILITY  TO  SNET  VIA  DEC  S  POTENTIALLY  VM  ENVIRONMENT 

-  DEC  10/20  ENVIRONMENT 

-  IBM  3033/4300  VM  ENVIRONMENT 

-  ALL  SNET  TIMESHARE  REQUIREMENTS  TO  UTILIZE  FACILITY  UNLESS 

PRICING  NOT  COMPETITIVE 

PRODUCT  NOT  AVAILABLE  ^  ■  _  ■ 

.  ■  ISO  OPERATIONS  TO  PROVIDE  SPACE  AND  OPERATIONAL  SUPPORT 

-  INITIAL  FACILITY  AT  NDC 

-  OPERATIONAL  PERSONNEL  TO  SCHEDULE  AND  OPERATE 

.    PROCESSING  SERVICES.  SOFTWARE  PRODUCTS.  AND  PROFESSIONAL  SERVICES 


SNET  SERVICE  BUREAU  ENVIRONMENT 


FACILCTY  PROVIDED 


DEC  (DEC  10/20) 


RJE  INTERACTIVE  FACILITY 
DECISION  SUPPORT  SYSTEMS 

-  PLANNING /MCOE™  (EMPIRE,  ...) 

-  DATA  BASE  \m  (DPL,  ...)  ■ 

-  GRAPHICS  (DISSPLA.  ...) 

-  STATISTICS  (SPSS.  ...) 

-  LANGUAGES  (FORTRAN,  ...) 

-  DATA  BASES  (BTB,  ...) 

-  TEXT  PROCESSING 

im  (IBM  3033/3081) 


ISO.  CMS,  CICS,  IMS  ISPF 
ON-LINE  INTERACTIVE  ENVIR0M'1E^^^ 
BATCH.  RJE  FACILHY 
PERIPHERAL  SUPPORT  ' 

-  TAPE,  DASD,  FICHE,  PRINHNG 
DECISION  SUPPORT  SYSTEM 

-  PROJECT  MANAGEMEf^fT 

-  FINANCIAL  MODELING 

-  INFO/DATA  BASE  MGMT  (RAMIS,  ...) 

-  GRAPHICS  (CODM  ) 

-  STATISTICS /MATH  (SAS,  ...) 

-  LANGUAGES  (CCBOL.  ...) 

-  OFFICE  SYSTEMS  (PROFS,  ...) 

-  DATA  BASES 

.  EXTERNAL  (FIN.,  DEMO  ) 

.  INTERNAL  (BNA,  LNA.  SAC.  ...) 

.  VIDEOTEXT...  : 
MAILINGS  ■ 
OFFICE  SYSTB1S 


TARGET  MARKET  OPPORTUNCTY 


END  USER  EDP  PROFESSigNiAL 


.  MANAGE^tNT  .  PROGRAHiER 

.  PERSavJNEL  .  AI-^LYST 

.  BUS.  RESEARa^  .  MANAGER 
.  MARKLH'ING 


CCM-lUNICATIONS/UTILniES 
FINANCIAL/BAhKING 

DATA  PROCESSING; 

EDUCATiaN] 

PROFESSIONALS 
.  LEGAL 
.  MEDICAL 

GOVERftiEf^ 

INSURANCE 


SNET  SERVICE  BUREAU  ENVIROfJiEf-JT 


FUCTIOfJ 


FACILCTY  PRO/IDED 


TARGET  MARKET  CPPORTUNITY 


APPLICAnON 
Pf^CTS 


MATKET  EXISTING  APPLICATION  PRODUCTS 


CCmUNICATIONS  I^DUSTRY 

-  NAT'L  mo  MrEfWL  TELCO'S 

-  CAIA/ 

-  XC 


DEVELOPMENT  FCLLCWING  APPLICATION  AREAS: 

.  ORDER  ENTITY 

.  BILLING 

.  INVEf^ORY 

.  MARKETING  INFO  SYSTEMS 

.  INF0RI'1A^0^J  PROVISIONING 

.  CASH  mNAGB'ENT      '  . 


COMMUNICATIONS 

-  CATV.  OCC,  SATELLHE.  AMPS 

-  AT&T.  BOG'S.  INDEPEIvDENTS 

-  ALARM  GO'S 
UTILITIES 

-  WATER.  GAS.'  ELEC 

LOCAL  GOVERNMEfir 

FINANCIAL.  RETAIL,  INSURANCE' 

MEDICAL.  LEGAL 


SMALL  BUSINESS 


SNFT  SFRVICE  BIlRFAll  FNVIRQNMENT 


FUNCTION 


FACILHY  PROVIDED 


TARGET  MARKET  OPPORTUNITY 


PROFESSIONAL 
SERVICES 

CONSULTING 
DSGN/Pa-1 


Tl-^vAINING 


APPLICATION  DEVELOPMENT 
OPERATIOI'JAL  FACILniES  m\l 
HARaJARE/SCFlVJARE  ANALYSIS  &  SELECTION 
OFFICE  SYSTEMS 

USE  OF  INTERACTIVE  FACILHY 

PRODUCT  TRAINITJG 

SOnVJARE  APPLICATION  TRAINir^ 


J}]  SUPPORT/CONJUNCnON  WITH 
PROCESSING  &  APPLICATION  PRODUCT 
A[£AS 


SUPPOI^T  PROCESSING  SERVICES 
SOm^'ARE  PRCDUCTS 


INTEGRATED 
SYSTEMS  (TURNKEY) 


APPLICATION  SOFTVJARE/NA^^CWARE  FOR 
PERSONAL  COMPUTERS 
OFFICE  SYSTEMS 
DECISION  SUPPORT  SYSTEM  '  ■■ 


PROFESSIOlNlAL  BUSINESS  CatlUNlTY 


SMALL  TO  \Wm\  SCALE  BUSI1\'ESS 


[vETViCRKS 


LOCAL 
LONG-HAUL 

VALUE  ADDED  NET\^K 
.  SNA,  X.25.  PACKET  NETVJORK. 


ORGANIZATION 
ATTIX  ' 


AT&T  INTERNAT'L 
ALKCO 


KiD-cowrmT 


COKTINENTAL 


UNHED  TB. 


CITIZENS  TEL 
MCI 


SECTION  IV 


OPPORTUNITIES 


AREA 


Open  Billing 


Locally  Developed  System 


Network  Software 


Locally  Developed  systems 


Timeshare  Facility 


KTS  Billing 


Open  Billing/CABS 


f-TTS  Billing /Open  Billing 


Open  Billing/CABS 


NEW  BRLWSVJICK  TEL       Q^edit  Card 


CRHERION 


KTS 


Timeshare  Facility 


Development 


Data  Base 


FINANCIAL  PERSPECTIVE 


New  Services  (teleconferencing)      70CK  +  Recurring 


Significant 


Significant 


Royalty  +  Mrkt  Rights 


BOOK  + 

250K  +  Recurring 


Consulting 


Sizable  Dec  Timeshare 


SECTION  V 
ISO/LOB  ORGANIZATION 


•  Separate  Organization  with  total  responsibility  for  Customized  SNEI  Environment 

AND  External  Environment 


CRIS 


IDP 


OPERATIOfjS 


R_ANNING 


LOB 


TECFNICAT 
SUPPORT 


LOB 


APPLICATION 
DEVELOP^OT 


rWKETIfvG, 
AEX'l  S  SUPP 


DEC 

INFO  CENTER  (EXTERNAL) 

(internal) 


PROFESSIONAL  SVCS 

-  DESIGN 

-  PGM 

-  CONSULT 

UI^LBIEhT  SOFTWARE 
PRODUCTS 


ML: 

LOCALLY  DEV.  SYSTEMS 
lev'  DEV.  EFFORTS 
Tli-^IESHARE  FACILCTY 

]DE^^'IFICATIa■i  r^EDS 

NEGOTIATE: 

VEf'^lEES 

ROYALHES 
CO^JTRACT 
BILLING 
PRICIfJG 
TRAINING 


